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D on si ates Tom Keenan says— 


! “An elbow’s a little 
now s thing. But enough of 
them can make a differ- 

ence between profit and 


Don’t guess at the time cards on yom loss on a spouting con- 
tract, according to 


spouting contracts. 

Cut out the cut-and-try; get pipe and = or a together 
elbows that really fit. 

Lupton Perfect Fitting Elbows are made 
each in one piece by accurate machines. All 


of a size are exactly alike. The long taper 
(24 inches) holds securely, even without 


solder. 
Just slip them together and the joint’s 
made! 








Ill! 
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UPTON Pe rfect-Fitting Elbows are made in 
one piece each, in all standard sizes and 
angles. Plain Round, Round Corrugated and 
Square. Gauges 29 to 24, ail full thickness. 
Materials, Apollo Open Hearth Steel, Keystone 
(copper bearing) Metal, Tancon Metal and 
Armco Iron. 


Write today for prices, catalogs and 
complete information regarding 


LUPTON Perfect-Fitting Elbows. 


Start using them now. 


DAVID LUPTON’S SONS CO. 


Allegheny Avenue and Tulip Street PHILADELPHIA 
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Dangler 
Wick Oil Stoves 
Now 


There is going to be a big call for these high 
grade Dangler Wick Oil Stoves—and you won't 
be prepared to secure the sales unless you have 
the stock on hand. 


Dangler Prices 

Are Low Now 
on this full line of neat, durable and efficient 
Wick Oil Stoves. 


Dangler dealers are ordering now and getting samples 
on their sales floor. 

They are preparing for the big demand and clinching 
the extra sales now because of Dangler low prices and 


high quality. 


Our catalog illustrates and describes our entire line— 
write for it and full details today. 


DANGLER STOVE CO. 


Div. American Stove Co. 


CLEVELAND, OHIO 
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RANK Omucanvaseeen 


COMBINATION OF 
BEAUTY AND UTILITY 


Furnacemen will find this combina- 
tion simple and easy to sell and in- 
stall, as well as a most efficient heater, 
very pleasing to the owner. 


WRITE TODAY 


If desired, we will gladly plan every 
installation for you. 


"HAYNES. LANGENBERG MFG. CO. 
4058 Forest Park Boulevard ST. LOUIS, MO. 
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MAKE YOUR STORE OR SHOP AN INSTITUTION. 


Not long ago John Wanamaker’s store in 
Philadelphia was ablaze with lights after 
shopping hours. 

The occasion was an organ 
great French musician and composer. 

Admission was free to the general public. 

Not a single article of the store’s vast as- 
sortment of commodities was offered for sale. 

From a purely material point of view, it was 
not a profitable transaction on the part of 
John Wanamaker. 

Apparently, it cost him many thousands of 
dollars without bringing him in a penny in 
return. 

Actually, however, it was part of the valu- 
able scheme by which John Wanamaker made 
his store an institution in Philadelphia and 
continues it as an institution in the regard of 
the people of that city. 

What John Wanamaker does in a big way, 
the retail hardware dealer or sheet metal con- 
tractor can do in a small way. 

The success of John Wanamaker consists 
primarily in making his store a friendly hu- 
man institutton—not in selling goods across 
its counter. 

The selling of the goods is a consequence, 
not a cause of his policy of humanizing the 
business of retail merchandising. 

If you want to get out of the rut of the 
commonplace, if you want to get above the 
line of merely holding your own against over- 
head expenses and the cost of maintaining 
yourself and family, the best way to accom- 
plish that purpose is to make your store or 


recital by a 


shop a distinct institution in vour locality. 

A young man once asked John Wanamaker 
what was the best way to build up a business. 

The great merchant answered: 

“Make it different from others of its kind.” 

To institutionalize your business, is to make 
it different. 

You can not afford to hire a great French 
musician and pay him thousands of dollars for 
an organ recital, but you can do other things 
which, in proportion, will be as effectual in 
gaining the good will of the folks in your 
community. 

This is not the place to go into details of 
plans and schemes for making your store dif- 
ferent. That is something which you will 
have to work out for yourself. 

But, in a broad general way, it may be sug- 
gested to yon that the first thing to do is to 
become known to the people of your commun- 
ity as the proprietor of such and such a busi- 
ness. 

With that end in view, it would be wise to 
join whatever neighborhood improvement as- 
sociations that may be active in your locality. 

Adopt some simple friendly slogan descrip- 
tive of your business and use it in all your ad- 
circulars, and other forms of 
publicity. Be honest and sincere in your 
friendships with the people. Take an interest 
in their well-being. Make your store a meet- 
ing place for the people of your neighborhood. 
Let them know that you’re always glad to see 
them in your store whether they come in to 


buy or not. 


vertisements, 
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Random Notes and Sketches. 


By Sidney Arnold 


My friend F. E. Muzzy of 
Springfield, Massachusetts, came to 
see me on his way home from Ke- 
wanee, Illinois, where he spoke be- 
fore the Rotary Club. 

Of course, his talk was about the 
silver fox ranch on Prince Edward 
Island, Canada, in which he holds 
an interest, and the silver fox in- 
dustry in general. 

He knows the silver fox business 
as well as he knows the hardware 
business—and that means from the 
ground up. 





The gentle art of hinting is well 
exemplified in this incident, nar- 
rated by Joseph Stearns of the 
Stearns Register Company, Detroit, 
Michigan : 

“What shall we do?” she asked, 
bored to the verge of tears. 

“Whatever you wish,” he replied 
gallantly. 

“Tf you do, I'll scream,” she said 
coyly. 

And thus a 


pleasant evening 


passed quickly. 


E. W. Norman of Indianapolis, 
Indiana, president Jobbers’ and 
Salesmen’'s Auxiliary to the Sheet 
Metal Contractors’ Association of 
Indiana, tells about a negro em- 
ployed at one of the movie studios 
who was drafted by the director to 
do a novel comedy scene with a 
lion. 

“You get into this bed,” ordered 
the director, “and we'll bring the 
lion in and put him in bed with you. 
It will be a scream.” 

“Put the lion in bed with me!” 
yelled the negro. “No, sah! Not 
a-tall. I quit right here and now.” 

“But,” protested the director, 
“this lion won’t hurt you. This 
lion was brought up on milk.” 

“So was I brung up on milk,” 
wailed the negro, “but I eats meat 
now.” 

* o*K * 

It happened in Omaha, Nebraska, 
and it is herewith faithfully report- 
ed by John H. Hussie of that city, 


secretary of the Western Warm 
Air Furnace and Supply Associa- 
tion: 

A young foreigner was being 
tried in court and the questioning 
by the lawyer for the prosecution 
began. 

“Now, Laszky, what do you do?” 

“Vat do I do ven?” 

“When you work, of course.” 

“Vy, vork.” 

“IT know, but what at?” 

“At a bench.” 

“I know—lI know, but where do 
you work at a bench?” 

“In a factory.” 

“What kind of a factory?” 

“Brick.” 

“Ah, now we're getting there. 
The factory makes bricks?” | 

“No, de 
bricks.” 

“Oh, Lord! 
you make in that factory?” 


factory is made of 
Laszky, what do 


“Eight dollars a veek.” 

“No, no! What does the factory 
make ?” ° 

“Tt dunno. A lot of money, I 
tink.” 

“No, listen. What kind of goods 
does the factory produce ?” 

“Oh, good goods.” 

“But what kind of good goods?” 

“The best dere is.”’ 

“Of what?” 

“Of dose goods.” 

“Your Honor,” said the lawyer, 
“T give up.” 

L. kK. Wynn of Black Silk Stove 
Polish Works, Sterling, Illinois, 
tells about a Mr. MacTavish, who 
attended a christening where the 
hospitality of the host knew no 
bounds except the several capaci- 
ties of the guests. 

In the midst of the celebration 
Mr. McTavish rose up and made 
the rounds of the company, bidding 
each a profound farewell. 

“But, Sandy, man,” objected the 
host, “ye’re not goin’ yet, with the 
evenin’ just started?” 

“Nay,” said the prudent Mac- 
Tavish, “I’m no’ goin’ yet. But 
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I'm tellin’ ye good night while | 
know ye all.” 
* * x 

The acme of politeness was 
reached in Connecticut, declares my 
friend, L. Broemel, of Peck, Stow 
& Wilcox Company, Southington, 
Connecticut. 

A woman in a Connecticut hotel 
came down to the office one evening 
and asked if she could get a glass 
of water, he says. 

The clerk agreeably obliged and 
she disappeared with it, returning 
quickly for another. 

“I’m sorry to trouble you,” she 
said. 

The clerk assured her that it was 
no trouble, but when she returned 
for a third glass and then a fourth 
he became curious and asked her 
what she wanted with so much wa- 
ter. 

“T know you'll just scream when 
[ tell you,” she said, “but I’m try- 
ing to put out a fire in my room.” 


Charles E. Strong, president, Hy- 
field Manufacturing Company, New 
York City, regales me with this de- 
lightful bit of humor: 

A darkey was ushered into the 
employment bureau of the Du Pont 
Powder Works and plied with the 
usual questions put to all new 
hands taken on at the works. 

The old darkey stood the exam- 
ination pretty well, but was begin- 
ning to feel a little bit “oneasy” 
when one of the men suddenly 
asked : 

“And who would you like to be 
notified in case of serious acci- 
dent ?” 

The darkey paused and scratched 
his head a bit at this unexpected 
blow at his morale, but after a lit- 
tle while he thought of two persons 
who might like to know of his mis- 
fortune. 

Their names were written down. 

“And now,” said one of the ex- 
aminers, “where would you like 
your remains shipped ?” 

“Where would I like to have my 
remains shipped?’ responded the 
darkey in a groggy sort of voice. 
“Boss, I’se gwine to take *em away 
from here right now!” 
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The Latest News About Stoves and Ranges. 


Items and Discussions of Interest to the Manufacturer and 
Retailer of Kitchen Ranges, Heating Stoves, and Accessories. 


Site for New Stove Factory 
Is Bought in Kansas City. 


A factory site of more than three 
acres, lying between Seventeenth 
and Eighteenth Streets, Manches- 
ter Avenue, and the Kansas City 
Southern tracks, Kansas City, Mis- 
souri, has been bought 
American Foundry and Manufac- 
turing Company for $35,000. 

The American Foundry and 
Manufacturing Company is being 
organized by Henry H. Akers, an 
inventor, to manufacture a line of 
stoves, furnaces, hardware special- 
ties and oil burners. 

Mr. Akers announces that a con- 
tract has been awarded to erect the 
first unit, gox140 feet, of the new 
plant. 

This would be a $30,000 unit of 
a $100,000 plant he hoped to com- 
plete this year. 

Directors of the new company 
are: H. H. Akers, president and 
general manager; John T. Sullivan, 
president of the Kansas City Foun- 
dry Company; Charles J. Klassen 
and William L. Krenzer, owners of 
the Central Pattern Works; Dallas 
Cooley, secretary-treasurer of the 
Kansas City Foundry Company; R. 
Richter and O. S. Barrows. 





New Stove Company 
Opens Factory. 

The Anderson Stove Company, 
just incorporated, has opened a 
stove factory in the old Frazer plant 
in North Anderson, Indiana. 

The industry will employ 70 men 
at the start and began work on 
January t1oth. 

Kitchen ranges will be made for 
a Chicago company. 





Reorganizes Summit Stove Works. 


The reorganization of the Sum- 
mit Stove Works, Morrison, IIli- 
nois, has been completed. 

Under the new charter of incor- 


by the . 


poration the name has been changed 
to Summit Stove Company. 

At the first meeting of the stock- 
holders, January 7th, directors were 
elected as follows: J. B. Markey, 
E. A. Smith, Frank L. Smith, Har- 
ry A. Miller, and George W. Rob- 


inson, and all are experienced men. 

The directors then selected the 
following officers to administer the 
affairs of the Company; President, 
George W. Robinson; vice-presi- 
dent and treasurer, Harry A. Mil- 
ler, and secretary, Guy H. Andrews. 


Indiana Hardware Company Stimulates Sales 
by Advertising Big Reduction in Range Prices. 


Places Full Emphasis Upon Lowered Prices and Guarantees 
the Reduction as Being Equivalent to a Safe Investment. 


The closest scrutiny would fail 
to reveal any cobwebs in the stove 
and range department of the Ken- 
dallville Hardware Company, Ken- 
dallville, Indiana. 

The speediest spider that ever 
wove a web would be discouraged 
by the selling activities of that Com- 
pany’s store. 

It is not the policy of the Ken- 
dallville Hardware Company to 
keep stoves and ranges in stock. 

This firm is in business to sell 
stoves and ranges, not to keep them. 

No stove or range ever remains 
long enough in the 
Kendallville Hardware Company to 


store of the 


acquire any rust spots. 

The reason is very simple. 

This firm uses intelligence and 
experience in planning its adver- 
tisements. 

The Kendallville Hardware Com- 
pany does not merely say, “Come 
and inspect our fine line of stoves 
and ranges,” because that does not 
mean anything in particular. 

Even people who are in imme- 
diate need of a new stove or range 
are not much influenced by so gen- 
eral and indefinite an advertising 
appeal. 

What the Kendallville Hardware 
Company does is to give such dis- 
tinct and advantageous reasoning in 
its publicity as to make it worth 
while for the prospective customer 
to visit the store. 


Its publicity is definite, clear and 
persuasive. Vague generalities are 
avoided. 

Clean-cut logic with precise state- 
ment of benefits to be derived is 
characteristic of all this firm’s ad- 
vertisements. 

In the advertisement of the Ken- 
dallville Hardware Company, here- 
with reproduced from the Kendall- 
ville Sun, Kendallville, Indiana, 
strong emphasis is placed upon a 
big price reduction on malleable 
ranges. 

This is the feature which stands 
out boldest in the copy. 

A reduction of $30 is so substan- 
tial a lowering of prices that it is 
certain to arrest attention and cause 
favorable comment. 

Such a big reduction is sufficient 
in itself to make an advertisement 
effective. 

But the Kendallville 
Company is not content to let it go 


Hardware 


at that. 

The prospective customer is told 
that the $30 reduction makes it 
worth while to investigate. 

This is followed by the assurance 
that the Company can guarantee the 
new prices as a safe investment. 

Evidently, a statement of this 
kind puts a different aspect upon 
the meaning of so noteworthy a 
lowering of prices. 

Thirty dollars is equivalent to 3 
per cent interest on a thousand dol- 
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lars or 6 per cent on five hundred 
dollars. 

A good malleable range upon 
which the buyer saves $30 is an in- 
vestment because it gives long serv- 
ice at less initial cost. 

During the lifetime of such a 
malleable range the interest on the 
$30 saved in the price would, if 





Reduction 
On The Best 


Malleable Ranges 


Makes it worth while to in- 


vestigate. We are first to 
give the consumer the ad- 
vantage of the new prices 
which we can guarantee to 
you as a safe investment. 
The Monarch Malleable Iron 
Range is built for service, 
one inch wider oven than 
others. The duplex draft 
and vitreous enamel Jining 
and mirco finish polished 
top are exclusive features. 
We invite. you to see these 
ranges before you purchase. 


Kendallvilletdw.Co. | 
EP ee ae 


Advertisement of Kendallville Hard- 
ware Company, Reproduced from the 
Kendallville Sun, Kendallville, 
Indiana. 


compounded, go far toward replac- 
ing the range at the expiration of 
its usefulness. 

After having briefly but very ef- 
fectively set forth the benefit of 
the big price reduction as an invest- 
ment, the advertisement goes on to 
state in terse and convincing lan- 
guage the virtues of the Monarch 
Malleable Iron range. 


ARTISAN 


A whole book of argument is con- 
densed in one of the sentences of 
this advertisement, namely, “The 
Monarch Malleable Iron Range Is 
Built for Service.” 

Exclusive features of the Mon- 
arch Malleable Iron Range are men- 
tioned as “the duplex draft and 
vitreous enamel lining and micro 
finish polished top.” 

With full persuasive effect comes 
the invitation at the end of the text: 

“We invite you to see these 
ranges before you purchase.” 

Although occupying a compara- 
tively small amount of space, this 
advertisement which is reproduced 
in the same size as the original, 
says everything that needs to be 
said in order to convey the entire 
force of the selling argument in a 
minimum number of words and 
with maximum efficiency. 

The illustration is adequate to 
the purpose of the text. 

The emphasis is put where it be- 
longs for the purpose of attracting 
notice. 

The body of the advertisement 
is printed in plain, readable type 
without any accentuation of bold 
face letters or italics. 

The advertisement tells a story 
without verbal padding. 

Hardware dealers who complain 
that times are dull and that it is 
hard to sell stoves will do well to 
ponder the lesson of the Kendall- 
ville Hardware Company. 

Let them use the energy which 
they spend upon complaining about 
hard times in working up convinc- 
ing advertisements of the type of 
the Kendallville Hardware Com- 
pany, and their frowns will give 
way to smiles of pleasure as they 
find their volume of sales increasing 
day after day. 

The way to sell stoves is to let 
people know the advantages, con- 
veniences and comforts to be de- 
rived from the right kinds of stoves 
and ranges. 

Use all the various and legitimate 
devices of salesmanship in making 
an appeal to desire for possession, 
emotions of pride in the cleanliness 
and progressiveness of one’s kitch- 
en, and so forth. 


AND HARDWARE 
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January is a Good Month 
for Selling Stoves. 


Selling stoves is not only a mat- 
ter of household necessity, but of 
temperament and conditions as well. 

We are creatures of our sur- 
roundings. 

We work largely by association 
of ideas and physical sensations. 

Thus, for example, when the 
thermometer is down around zero, 
it would take a tremendous amount 
of salesmanship and advertising to 
sell straw hats and Palm Beach 


“suits to working men whose wages 


preclude the probability of their go- 
ing south for the winter. 

But the same working men would 
respond eagerly to bargains in warm 
mittens and neck mufflers in winter 
time. 

Heating stoves and cooking 
ranges naturally suggest an associa- 
tion of ideas, the central thought of 
which is warmth in some form or 
other. 

In January—in the northern 
countries, at any rate—the sugges- 
tion of warmth is received without 
mental friction. 

Occasionally, we may run across 
a man who has such a high blood 
pressure that he is more or less im- 
pervious to the sensations of bitter 
cold. 

But. the majority of people do 
not like to live or sleep in a cold 
house. 

Talk to them about a warm cozy 
kitchen in winter time or a warm 
cozy sitting room in zero weather 
and you have their attention with- 
out perceptible effort. 

So, in winter time advertisements 
and selling talks about stoves and 
ranges haye a natural right-of-way 
through the main paths of the im- 
agination. 

Go ahead with the confident 
knowledge that the season of the 
year favors you; that the mood of 
the people works with you. 

Then, with this positive back- 
ground, bring up all your argu- 
ments of style, comfort, conveni- 
ence, labor-saving advantages and 
special features of the line of stoves 
and ranges which you handle. 
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Events and Progress of the Hardware Trade. 


What the Retailers, Jobbers, and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


Ohio Hardware Insurance Men 
Hold Annual Meeting. 


Members of the Board of Direc- 
tors of the Ohio Hardware Mutual 
Insurance Company held their an- 
nual meeting the week before 
Christmas in Coshocton, Ohio. 

The yearly report of Secretary- 
Treasurer George M. Gray was 
read, the business of the year 1921 
was discussed, and the prospects of 
the company and its work for 1922 
were outlined. . 

In the evening the directors, the 
office force of the company and 
invited guests from the city were 
entertained by Mr. Gray at dinner 
at the Park Hotei. 

Those who partook of Mr. Gray’s 
hospitality were: J. P. Duffey, 
Greenville, President; H. C. Wise- 
man, Springfield, Vice-president ; 
Phil G. Wuertz, Cleveland, and 
D. C. Thompson, Cambridge, direc- 
tors, and Charles Hauck, Spring- 
field, President of The Ohio Hard- 
ware Association ; office force, Clar- 
ence Linsenmayer, Manager, L. B. 
Leightninger, Assistant Manager, 
and the Misses Rachel Emig, Agnes 
Hiser, Beulah Merchant, Stella 
Emig and Freda Gamertsfelder, 
and Messrs. R. Q. Baker, C. H. 
Magruder, Carl McGinnis, R. H. 
Mills and Fred S. Wallace. 


At the request of President Duf- 


fey, Mr. Gray acted in the capacity 


of toastmaster’and an hour or more 
was devoted to a statement of the 
aims and progress of the company 
and to informal remarks from the 
directors and guests. 

In his introductory remarks Mr. 
Gray presented a brief but compre- 
hensive history of the organization 
and gave many interesting statistics 
which constituted in reality a finan- 
cial statement of the company 
which, his guests assured him, was 
one to be proud of, especially in 
view of the fact that it had accom- 
plished the rather unusual feat of 


making a substantial gain for the 
first eleven months of 1921 over 
the preceding year. 

Mr. Gray said he was particu- 
larly anxious, in view of the fact 
that there were several bankers 
among his guests, to make a frank 
statement of the company’s accom- 
plishments as he and his directors 
considered it as safe an insurance 
organization as exists today in the 
state or country. 

He told of the doubt which many 


bankers entertained of mutual com- 


panies, but challenged comparison 
with the statement of any similar 
company in the country. 

Corroborating Mr. Gray’s re- 
marks in detail, Mr. Linsenmayer 
then exhibited a number of com- 
parative charts showing the remark- 
able growth of the company since 
its organization nineteen years ago 
last fall. 


Chart No. 1 showed the amount 
at risk, or the insurance now in 
force. 

Chart No. 2 showed the pre- 
miums received and the losses paid. 

Chart No. 3 showed the cash as- 
sets and the surplus. 

Chart No. 4 gave comparisons by 
months on the risks and premiums. 

The company was organized, as 
Mr. Gray remarked, “on a shoe- 
string,’ on October 2, 1902. 

Its beginnings were necessarily 
modest and its existence precari- 
ous for the first several years. 

3ut it was fortunate in the first 
two years in the fact that it had 
none or only nominal losses and 
from that time to this its growth 
has been steady with no backset 
save that which followed from sev- 
eral unusual losses in 1913 in one 
or two of the flood stricken cities of 
the state. 


Kansas Hardware Firm Attracts Customers 
by Offering an Unusual Price Inducement. 


The Haynes Hardware Company’s Advertisement Is So Worded 
as to Give the Idea of Comprehensive Stock and Service. 


At many state conventions of re- 
tail hardware associations the ques- 
tion is presented of the advisability 
of adding enameled ware and simi- 
lar commodities to the regular lines 
of the store. 

In the old view of the hardware 
store—which persists in some quar- 
ters—its activities were confined to 
the sale of tools, nails, and things 
of metal used in building and the 
crafts. 

It was deemed inappropriate to 
extend established lines of goods in 
any direction beyond the well-de- 
fined limits of the business of the 
ironmonger. 

One of the definite accomplish- 
ments of exchange of ideas and dis- 
cussion of methods carried on 


through trade conventions and 
trade journals is that the sources of 
profit of the hardware dealer have 
been enlarged by the taking in of 
such lines of goods as enameled 
kitchen ware. 

The advantage of having in stock 
goods of this description is that it 
deepens the impression of the com- 
prehensiveness of the service of the 
store. 

This is an important phase of 
merchandising which is too often 
overlooked by the average mer- 
chant. 

Suppose, for example, that you 
go into a hardware store and order 
some locks for the doors of a new 
house. 

It is well enough to use ordinary 











16 AMERICAN ARTISAN AND HARDWARE 


locks of cast iron or cast iron and 
steel for inside doors. 

For outside doors, however, brass 
is best in the long run, for the sim- 
ple reason that it does not rust and, 
therefore, does not produce disfig- 
uring stains and streaks upon the 
exterior of the doors. 

Suppose that the hardware deal- 
er is able to supply you with all 
the locks that you need for the new 
building, but that he does not carry 
brass locks in stock. 

You would be unfavorably im- 
pressed by his capacity to serve you 
in this particular order. 

Moreover, you would feel that it 
is an imposition upon you as a cus- 
tomer to be obliged to seek else- 
where for brass lock equipment for 
your outside doors after having 
bought all the locks for the remain- 
ing doors of the building from that 
particular hardware dealer. 

This comparison illustrates what 
is meant here by referring to the 
merchandising value of having as 
comprehensive a service as possible 
within the legitimate scope of the 
hardware store. 

A woman who comes to buy sup- 
plies for her kitchen is more likely 
to continue her patronage of the 
store if she is reasonably certain of 
finding suitable articles of kitchen 
use always on hand in the stock of 
that hardware store. 

Many housewives today are go- 
ing back to the use of enameled 
ware after having tried aluminum 
ware. ; 

This does not imply any dispar- 
agement of the usefulness of alum- 
inum ware. is 

Merely, it implies that some 
housewives object to the extra 
amount of time required for clean- 
ing and polishing this ware in order 
to maintain its original luster. 

Therefore, without using any sell- 
ing arguments which would militate 
against the sale of whatever alum- 
inum ware the dealer may have in 
stock, he can greatly increase his 
service and incidentally, his profits 
by pointing out to his patrons the 
advantages from the point of view 
of time-saving and cleanliness of 
enameled ware for the kitchen. 


The benefits of letting the people 
know that you carry enameled ware 
for the supplying of their needs ex- 
tend beyond the mere sale of this 
kind of goods. 

It serves to accentuate the im- 
pression of completeness of your 
store. 

A good example of this kind of 
publicity is supplied by the Haynes 
Hardware Company of Emporia, 
Kansas. 

Here is a reproduction on a re- 
duced scale of an advertisement of 
the Haynes Hardware Company, 
which appeared in the Emporia Ga- 
sette, Emporia, Kansas. 

It occupied a space of 10 by 6% 
inches in the original. 





Be Here 
Saturday Afternoon 2:30 


<> 


Hundreds of veautiful, serviceable pieces. White 
Enamel Ware on sale for $1.00 Each 


Aloe 


NO PHONE ORDERS NO PIECES WRAPPED 
NO DELIVERIES 


Buckets, Tea Kettles, Double Boilers, Sauce Pans, 
Covered Kettles, Preserving Kettles 


vy $1.00 Each 


It s ume to replenish your kitchen with new. modern 
tools —this 1s a start 
DON’T MISS THIS OPPORTUNITY 


It Means a Saving All Bag Usetul Pieces 


Ee — 
AEP . PHONE 105. 


“THE WINCHESTER STORE 











Advertisement of Haynes Hardware 
Company, Reprinted from the Em- 
poria Gazette, Emporia, Kansas. 


It is devoted exclusively to white 
enameled ware. 

The articles are offered at what 
appears to be a price considerably 
less than the actual wholesale cost 
to the dealer himself. 

No doubt, this is done for the 
purpose of inducing new customers 
to come to the store with a hope of 
selling enough other commodities to 
insure a profit on the day’s transac- 
tions. 

This is good merchandising. 

From the point of view of a 
store’s ledgers the most essential re- 
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quirement is customers—and more 
customers. 

Manifestly, a net increase in the 
number of customers and, by infer- 
ence, in volume of sales, is indis- 
pensable to the expansion of the 
business. 

The wise hardware dealer, there- 
fore, has in mind more than merely 
the day’s sales in the preparation of 
such an advertisement as that shown 
herewith. 

He wants to get more people to 
enter his store. 

He figures on making a sufficient- 
ly good impression through such an 
advertisement to induce them to 
come to his establishment and to 
gain their good will by the unmis- 
takable bargain offered in the ad- 
vertisement. 

Of course, it depends upon the 
kind of treatment given the cus- 
tomer who comes in response to 
this advertisement whether or not a 
new patron is added to the store’s 
clientele. 

Publicity, reinforced by service, 
produces prosperity. 


New Marlin Firearms Company 
Is Organized. 

With offices and works at New 
Haven, Connecticut, the Marlin 
Firearms Corporation has been or- 
ganized to manufacture Marlin 
sporting firearms. 

The land and buildings of the 
original Marlin Firearms Company 
have been acquired by the new cor- 
poration together with the good will 
of the Marlin firearms business. 

Officers of the Marlin Firearms 
Corporation are: John F. Moran, 
president; Reuben Hill, first vice- 
president and secretary; Thomas 
M. Steele, second vice-president ; 
Robert C. Ogle, treasurer; Robert 
G. Baird, assistant treasurer. 

W. W. Neff, who for 
years was with the advertising de- 
partment of the Winchester Re- 
peating Arms Company, has been 
appointed advertising manager of 
the new Marlin corporation. 


several 





A man’s credit is seldom good if 
he is unable to make good. 




















17 


Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 


NATIONALLY ADVERTISED TOOLS 
‘SHOWN IN WINDOW DISPLAY. 


A traveler can start out from Waxahatchie, Texas, 
and travel by oxen team to Pasadena, California, with 
a reasonable percentage. of chances of reaching his 
destination. 

He will need to be of a phlegmatic temperament. 

His blood must be free from all stirrings of speed 
and impatience. 

In spite of the many conveniences of modern civili- 
zation, he will be obliged to undergo considerable hard- 
ships on the way. 

To make the comparison more interesting, let us 
suppose that he is carrying certain commodities from 
Waxahatchie for delivery in Pasadena, California 
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commodities by ox carts as being wasteful and most 
expensive. 

The hardware dealer who avails himself of nationally 
advertised goods has the advantage of quick turn- 
overs. 

He gets the benefit of a thorough and persuasive 
education carried on by the manufacturers in behalf 
of their products. 

He is, therefore, not dealing with prospective cus- 
tomers who have to be enlightened as to the values of 
the goods, whose prejudices in favor of competing 
goods have to be overcome, but he is dealing with 
people who already know and are favorably disposed 
toward the commodities which he is endeavoring to 
sell to them. 

This is the angle from which to approach the con- 








Window Display of Nationally Advertised Tools, Designed and Arranged by Miss Edna L. Jenison for Petersen 
Brothers, Incorporated, 7905-7 Third Avenue, Brooklyn, New York. 


commodities which are not of a perishable nature. 

In the course of several months, if no untoward mis- 
haps intervene, he will reach Pasadena. 

In the meanwhile, he will have wasted much val- 
uable time in making the journey. 

There is a parallel between the ox-team method of 
reaching one’s destination and the slow process of 
making a living by selling hardware,of unknown brand 
which has never been advertised and in favor of which 
there is no preliminary general publicity. 

Put the case to the average man on the street and 
without hesitation, he will condemn the ox-team meth- 
od of traveling from Waxahatchie to Pasadena. 

His spontaneous remark will be, “Why not take the 
train and get there in a couple of days?” 

Furthermore, he would condemn the transporting of 


sideration of the window display of nationally adver- 
tised tools shown in the accompanying illustration. 

It was designed and put in place by Miss Edna L. 
Jenison for Petersen Brothers, Incorporated, 7905-7 
Third Avenue, Brooklyn, New York. 

Every trade-mark and manufacturer's name con- 
spicuously shown in this window display have been 
prominently before the general public for many years 
in a steady and clear continuity of nation-wide adver- 
tisements. 

It goes without saying that this fact implies the un- 
interrupted maintenance of quality standards in these 
tools. Otherwise, these tools could not have been held 
in public favor by all the advertising in the world. 

The window display under examination, therefore, 
has some of the cumulative force of this general pub- 
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licity to carry its persuasion to the eye of the passer-by. 
People who stop to look at the goods here shown 
are attracted by the familiarity of the trade-marks and 


manufacturers’ names. 


The display itself is cleverly arranged. 
to its designer, “the floor of the window was covered 
with shavings and coarse sawdust procured from a 
The hatchets were impaled in small 


local carpenter. 
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blocks of wood while the other tools were arranged 


around on the shavings. 
and the red, white and blue shields and streamers added 


The eagles in natural colors, 


the necessary touch of color to the window.” 


According 


The labor and planning expended in the preparation 
and arrangement of this window display were amply 
rewarded by the large volume of sales during the time 
that the exhibit was in place. 








Window Display Competition Affords Motive 


for Improving Skill in Window Advertising. 


Even if You Were Doing Business on an Island and Had the «#:,j 
Only Store There, You Would Sell More by Window Exhibits. 


The big idea in window advertis- 
ing is that it increases sales. 

The purpose of the window ex- 
hibit is to get people to buy things 
because of their usefulness, com- 
fort, or convenience. 


If the customers of your store 
were to buy only the things abso- 
lutely indispensable to life, you 
would not sell very much in the 
course of a day or a week. 

People do not instinctively and 
impulsively buy things for which 
they have no pressing need. 

You have to create the desire in 
them for many such commodities. 

Here is where window advertis- 
ing performs its biggest, work. 


Window advertising arouses de- 
sire and helps to translate it into the 
action of purchasing. 

A medium for exchanging what 
you know for what you do not yet 
know is at your disposal through 
the Window Display Competition 
now. being conducted by AMERICAN 
ARTISAN AND HARDWARE REcorD. 

Every week photograph of a win- 
dow display is published with ap- 
propriate comment, pointing out its 
features of excellence, and, as a 
rule, telling its results in augment- 
ed sales. 

From week to week, also, during 
the time that the competition is un- 
der way, helpful suggestions are 
given in these columns as to the best 
methods for making window dis- 
plays. 

If you had no particular motive 
for doing your best in the produc- 
tion of window advertising, the 


chances are that you would let 
things go as they are going now. 

You would put in a fairly good 
window display, but you wouldn't, 
in all likelihood, spend any extra 
thought and effort upon the work. 

By taking part in this Window 
Display Competition, however, you 
have the incentive of doing your 
best. 

You will be more disposed to 
plan out your window display in 
advance ; to make a schedule of the 
effects which you want to produce, 
and so forth. 

Thus, you are training yourself 
to greater skill and intelligence in 
window advertising. 

That is why we invite you to 
take part in this window display 
contest. Make up your mind to 
start at once. 

Begin now to devise a gainful 
window exhibit. When it is in 
place, have it photographed, then 
write a brief description of the ar- 
rangement and the nature of the 
background and any other terms of 
interest. 

Send the entry in to AMERICAN 
ARTISAN AND HarpWARE RECORD 
Window Display Competition. 

You are not confined to one en- 
try. You may send as many photo- 
graphs of window displays as you 
wish, 

Read the plain, simple rules gov- 
erning this contest which are as fol- 
lows: 

Award of. Prizes. 

The prizes will be awarded as 

follows: 


First prize, $50.00 in cash, for 
the ‘best photograph and description 
received of window display of hard- 
ware or kindred lines. 

Second prize, $25.00 in cash, for 
the photograph and description sec- 
ond in merit. 

Third prize, $15.00 in cash, for 
the photograph and _ description 
third in order of excellence. 

Fourth prize, $10.00 in cash, for 
the photograph and description 
fourth in degree of worthiness. 

Conditions of Competition. 

The conditions of the competi- 
tion are as follows: 

The photograph must be accom- 
panied by descriptions of how the 
window displays were arranged and 
the materials used. 

The description is important and 
hence should be adequate. 

These photographs and descrip- 
tions may be sent by mail or ex- 
press, charges prepaid, and must 
reach this office not later than 
April 15, 1922. 

Address all photographs and de- 
scriptions to AMERICAN ARTISAN 
AND HARDWARE ReEcorp Window 
Display Competition, 620 South 
Michigan Avenue, Chicago, Illinois. 

Each photograph and description 
must be signed by a fictitious name 
or device and the same name or de- 
vice must be put in a sealed envel- 
ope containing the real name and 
address of the contestant. 

This sealed envelope is to be en- 
closed with the photograph. 

Contestants are permitted to en- 
ter 1s many photographs of displays 
as they please. 

A Competition Committee of 
three will be appointed. 

One of them will be an expert 
window dresser and one an experi- 
enced hardware man. 

This committee will pass upon the 
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merits of all photographs and de- 
scriptions received, without know- 
ing the names or addresses of the 
senders, and will decide the winners 
of the competition. 

AMERICAN ARTISAN AND HARD- 
WARE Recorp reserves the right to 
publish all photographs and descrip- 
tions submitted. 





Makes Reduction in the 
Prices of Wringers. 

Effective at once, the Lovell Man- 
ufacturing Company, Erie, Penn- 
sylvania, and Chicago, Illinois, has 
reduced the prices on its Anchor 
3rand clothes wringers. 

An idea of the extent of the re- 
duction may be gained from the fact 
that the price to dealers on the No. 
790 Guarantee has been lowered 
from $60.000 per dozen to $55:50 
per dozen. 





Trade Opportunities in 
Foreign Lands. 


The Bureau of Foreign and Do- 
mestic Commerce through its Spe- 
cial Agents, Consular Officers and 
Commercial Attachés, is receiving 
information of opportunities to sell 
hardware and kindred lines in sev- 
eral foreign countireés. Names and 
locations will be supplied on re- 
quest to the Bureau in Washington 
or its District Offices. Such re- 
quests should be made on separate 
sheets for each opportunity, stating 
the number as given herewith: 


499. An agency is desired by a retail 
firm in Spain for the sale of sporting 
articles, firearms, and cutlery. Quota- 
tions should be given c. i. f. Spanish 
port. Payments to be made monthly as 
the goods are sold. Correspondence 
should be in Spanish. Reference. Cata- 
logues are requested. 

501. The purchase is desired by a 
firm of wholesale dealers in Denmark of 
household hardware. Reference. Cata- 
logues are requested. 

504. The United States commercial 
attache in Brazil reports that a mercan- 
tile firm wishes to secure agencies for 
the sale of barbed and nail wire, brass, 
copper, lead, spelter, and antimony, espe- 
cially in ingots; sheets of brass and cop- 
per, copper bottoms, and Muntz metal; 
rods ot brass, Muntz metal, and copper, 
square and round ; and seamless brass 
and copper tubes, and tinned condensor 
tubes. References. 

507. An agency is desired by a mer- 
chant in Turkey for the sale of cor- 
rugated sheets for roofing, sidings, ceil- 
ings, partitions, doors, awnings, etc. 
References. 
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514. The purchase is desired by a 
manufacturing firm in Spain of tin plate 
and colors for stamping tin cans and 
boxes. Quotations should be given 
c. i. £. Spanish port. Payment to be 
made against documents. Correspond- 
ence should be in Spanish or French. 
References. 

519. Wire nails, standard, from 14 by 
15 to 25 by 100, French numbers, of a 
minimum quantity of 500 barrels or 
kegs; and galvanized wire netting om 
1 to 1.80 meters in width, asSorted, 
‘minimum quantity of 100 rolls, are Psa 
sired by a hardware importing firm in 
Greece. References. 

530.—There is a market in the British 
West Indies for brass wire mosquito 
screen for houses. Quotations should 
be given c. i. f. port of Jamaica. Ref- 
erences. 

531.—The representation is desired by 
a merchant in Switzerland for the sale 
of general merchandise. Reference. 

532.—The purchase is desired by a 
firm in Spain of tools, paints, and gen- 
eral hardware. Quotations should be 
given c. i. f. New York or Spanish port. 
Payment to be made upon receipt of 
goods. References. 

552.—There is a market in Greece for 
tin plate, galvanized sheets, tools, etc. 
Quotations should be given c. i. f. 
Pireus. Payment arranged by a con- 
firmed letter of credit. Agencies are 
also desired. Reference. 





Coming Conventions. 


The Western Retail Implement, Vehi- 
cle and Hardware Association, Kansas 
City, Missouri, January 17, 18, 19, 1922. 
Exhibition at Convention Hall in charge 


of Louis W. Shouse. Headquarters, 
Coates House. Sessions in Century 
Theatre. H. J. Hodge, Secretary, Abi- 


lene, Kansas. 

Pacific Northwest Hardware and Im- 
plement Association Convention, Daven- 
port Hotel, Spokane, Washington, Jan- 
uary 17, 18, 19, 20, 1922. E. E. Lucas, 
Secretary, Hutton Building, Spokane, 
Washington. 

Mountain States Hardware and Imple- 
ment Dealers’ Association, Denver, 
Colorado, January 24, 25 and 26, 1922. 
W. M. McAllister, Boulder, Colorado. 

Texas Retail Hardware Association, 
Adolphus Hotel, Dallas, Texas, Janu- 
ary 24, 25 and 26, 1922. A. M. Cox, 
Secretary, 1808 Main Street, Dallas, 
Texas. 

American Society 
Ventilating Engineers, Hotel Pennsyl- 
vania, New York City, January 24, 25, 
and 26, 1922. C. W. Obert, Secretary, 
= West Thirty-ninth Street, New York 

ity. 

Oregon Retail Hardware and Imple- 
ment Dealers’ Association Convention, 
Imperial Hotel, Portland, January 24, 
25, 26, 27, 1922. E. E. Lucas, Secretary, 
Hutton Building, Spokane, Washington. 

Kentucky Hardware and Implement 
Association, Jefferson County Armory, 
Louisville, Kentucky, January 24, 25, 26, 
and 27, 1922. J. M. Stone, Secretary- 
Treasurer, Sturgis, Kentucky. 

Indiana Retail Hardware Association, 
Convention and Exhibition, Athenaum 
Hall, Indianapolis, January 24, 25, 26, 
27, 1922. G. F. Sheely, Secretary, 
Argos. 

Sheet Metal Contractors’ Association 
of: Pennsylvania, Hotel Berkshire, Read- 
ing, Pennsylvania, January 26 and 27, 


of Heating and 


1922. W. F. Angermyer, Secretary, 714 
Homewood Avenue, Pittsburgh, Penn- 
sylvania. 


Idaho Retail Hardware and Imple- 
ment Dealers’ Association, Boise, Idaho, 
week of January. 31, 1922, dates to be 
announced later. E. E. Lucas, Secre- 
tary, Hutton Building, Spokane, Wash- 
ington. 

West Virginia Hardware Association 
Convention and Exhibition, Wheeling, 
January 31, February 1, 2, 1922, James 
B. Carson, Secretary, 1001 Schwind 
Building, Dayton, Ohio. 

Nebraska Retail Hardware Associa- 
tion Convention, Lincoln, January 31 and 
February 1, 2, and 3, 1922. George H. 
Dietz, Secretary, 414-417 Little Build- 
ing, Lincoln, Nebraska. 

Michigan Retail Hardware Associa- 
tion Convention and Exhibit, Grand 
Rapids, Michigan, February 7, 8, 9 and 
10, 1922. Karl S. Judson, Exhibit Man- 
ager, 248 Morris Avenue, Grand Rapids, 
Michigan. A. J. Scott, Secretary, Ma-, 
rine City, Michigan. 

Oklahoma Hardware and Implement 
Association Convention and Exhibition, 
City Auditorium, Oklahoma City, Okla- 
homa, February 7, 8, 9, and 10, 1922. 
W. B. Porch, Secretary-Treasurer, 
Oklahoma City. 

Wisconsin Retail Hardware Associa- 
tion Convention and Exhibition, Milwau- 


kee, February 8, 9, 10, 1922. P. J. 
Jacobs, Secretary, Stevens Point, Wis- 
consin. 


North Dakota Retail Hardware Asso- 
ciation Convention and Exhibition, 
Minot, North Dakota, February 8, 9, 
and 10, 1922. Charles N. Barnes, Sec- 
retary, Grand Forks, North Dakota. 

Pennsylvania and Atlantic Seaboard 
Hardware Association, Inc., Convention 
and Exhibition, Philadelphia Commer- 
cial Museum, Philadelphia, February 13, 
14, 15, 16, 17, 1922. Sharon E. Jones, 
Secretary, 1314 Fulton Building, Pitts- 
burgh. 

California Retail Hardware and Im- 
plement Association, San Francisco, Cal- 
ifornia, February 14, 15 and 16, 1922. Le 
Roy Smith, Secretary, 1112 Market 
Street, San Francisco, California. 

Illinois Retail Hardware Association 
Convention, Hotel Sherman, Chicago, 
February 14, 15, 16, 1922. Leon D. Nish, 
Secretary, Elgin,. Illinois. 

Minnesota Retail Hardware Associa- 
tion Convention, St. Paul, February 14, 
15, 16, 17, 1922. H. O. Roberts, Secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis, Minnesota. 

Ohio Hardware Association Conven- 
tion and Exhibition, Columbus, February 
14, 15, 16, 17, 1922. Headquarters, Desh- 
ler Hotel. Exhibition, Memorial Hall. 
James B. Carson, Secretary, 1001 
Schwind Building, Dayton, Ohio. 

Connecticut Hardware Association, 
Hotel Bond, Hartford, February 16 and 
17, 1922. Henry S. Hitchcock, Secre- 
tary, Woodbury, Connecticut. 

Iowa Retail Hardware Association 
Convention and Exhibit, Coliseum, Des 
Moines, lowa, February 21, 22, 23, and 
24, 1922. A. R. Sale, Secretary-Treas- 
urer, Mason City, Iowa. 

Michigan Sheet Metal Contractors’ 
Association, Jackson, Michigan, Febru- 
ary 2], 22 and 23, 1922. Frank E. 
Ederle, Secretary, 1121 Franklin Street, 
S. E., Grand Rapids, Michigan. 

Missouri Retail Hardware Associa- 
tion Convention and Exhibition, St. 
Louis, Planters Hotel, February 21, 22, 
23, 1922. F. X. Becherer, Secretary, 
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5106 North Broadway, St. Louis, Mis- 
souri. 

New England Hardware Dealers’ As- 
sociation Convention and _ Exhibition, 
Paul Revere Hall, Mechanics’ Building, 
Boston Massachusetts, February 21, 22, 
23, 1922. Geo. A. Fiel, Secretary, 10 
High Street, Boston. 

Virginia Retail Hardware Associa- 
tion, Roanoke, Virginia, Febriiary 21, 
22, and 23, 1922. Thomas B. Howell, 
Secretary, Richmond, Virginia. 

South Dakota Retail Hardware As- 
sociation Convention and Exhibition, 
Mitchell, South Dakota, February 21, 
22, 23 and 24, 1922. H. O. Roberts, Sec- 
retary, 1030 Metropolitan Life Building, 
Minneapolis, Minnesota. 

New York State Retail Hardware 
Association Convention and Exhibition, 
Rochester, February 21, 22, 23, 24, 1922. 
Exhibition at Exposition Park. Head- 
quarters and sessions at Powers Hotel. 
J. B. Foley, Secretary, 412-413 City 
*Bank Building, Syracuse, New York. 

Sheet Metal Contractors’ Association 
of Illinois, Rock Island, March 8 and 9, 
1922. G. J. George, Secretary, 523 East 
Jefferson Street, Springfield, Illinois. 

Master Sheet Metal Contractors’ As- 
sociation of Wisconsin, Milwaukee, 
Wisconsin, March 15 and 16, 1922. 
Oscar A. Hoffmann, Secretary, Mil- 
waukee, Wisconsin. 

Old Guard Southern Hardware Sales- 
men’s Association, New Orleans, Louisi- 
ana, April 20, 1922. R. P. Boyd, Secre- 
tary-Treasurer, Knoxville, Tennessee. 

Southern Hardware Jobbers’ Associa- 
tion, St. Charles Hotel, New Orleans, 
Louisiana, April 19, 20, and 21, 1922. 
John Donnan, Secretary, Richmond, Vir- 
ginia. 

American Hardware Manufacturers’ 
Association, Spring Meeting, St. Charles 
Hotel, New Orleans, Louisiana, April 19, 
20, and 21, 1922. Frederick D. Mitchell, 
Secretary-Treasurer, 4106 Woolworth 
Building, New York City. 

Panhandle Hardware and Implement 
Association, Amarillo, Texas, May 8 
and 9, 1922. C. L. Thompson, Secretary, 
Canyon, Texas. 

Southeastern Retail Hardware and 
Implement Association, Convention and 
Exhibit, May 9, 10, 11, and 12, 1922, 
Chattanooga, Tennessee. Walter Har- 
lan, Secretary, 460 St. James Building, 
Jacksonville, Florida. 

Western Warm Air Furnace and 
Supply Association, Indianapolis, In- 
diana, May 15, 1922. John H. Hus- 
sie, Secretary, 2407 Cuming Street, 
Omaha, Nebraska. 

Sheet Metal Contractors’ Association 
of Indiana, Indianapolis, Indiana, May 
15, 1922. Ralph R. Reeder, Secretary, 
312 East Sixteenth Street, Indianapolis, 
Indiana. 

Hardware Association of the Caro- 
linas Convention, Winston-Salem, North 
Carolina, May 17, 18, 19 and 20, 1922. 
T. W.. Dixon, Secretary-Treasurer, 
Charlotte, North Carolina. 

National Association of Sheet Metal 
Contractors’ Convention and Exhibition 
in the Cadle Auditorium, Indianapolis, 
Indiana, May 16, 17, 18, and 19, 1922. 
Edwin L. Seabrook, Secretary, 608 
Chestnut Street, Philadelphia, Pennsyl- 
vania. 

Mississippi Retail Hardware and Im- 
plement Association Convention and Ex- 
hibit. Fair Grounds, Jackson, Mississippi, 
May 24, 25, and 26, 1922. Headquar- 
ters, Heidelburg Hotel. FE. R. Gross, 


ARTISAN AND HARDWARE 


Secretary-Treasurer, Agricultural Col- 
lege, Mississippi. 

National Retail Hardware Association, 
Chicago, Illinois, June 19, 20, 21, 22, and 
23, 1922. Headquarters, Hotel Sher- 
man. Herbert P. Sheets, Secretary- 
Treasurer, Argos, Indiana. 

Associated Advertising Clubs of the 
World, Milwaukee, Wisconsin, June 11, 
12, 13, 14, and 15, 1922. Carl Hunt, Sec- 
ay. 110 West 40th Street, New York 

ity. 

Master Sheet Metal Contractors’ 
Association of Ohio, Zanesville, Ohio, 
July 18 and 19, 1922. W. J. Kaiser, 
Secretary, 123 East Chestnut Street, 
Columbus, Ohio. 





Retail Hardware Doings. 


Illinois. 


J. Fred Stein and Sons, long the 
leading hardware firm of Mt. Carmel, 
have purchased the three buildings 
just south of the American National 
Bank, and will have the three remod- 
eled and converted into one large 
building in the spring. 

Lunton and Delay of Pawnee have 
opened a hardware and furniture store 
in Frank Sarda’s business house at 
Tovey. 

Indiana. 

The S. L. Hunt Hardware store of 
Rushville has been sold to E. E. Polk 
of Vincennes. 

The Harlan and Myers Hardware 
store of Sibley has been sold to T. S. 
Willhite of Decatur. 

The dissolution of the Hatfield and 
Palmer Company of Washington 
hardware and automobile business has 
been officially announced, according 
to the Washington Democrat of Janu- 
ary 2nd. The company will be 
divided into two concerns—Hatfield 
Stores and M. N. Palmer and Com- 
pany. 

Iowa. 

Thomas McKinney, who has _ pur- 
chased the hardware stock and build- 
ing formerly owned by William Un- 
derholdt, has taken full possession. 

The hardware store of E. A. Rea at 
Corydon has been damaged by fire. 

Michigan. 

Fred Powell of Gladwin has en- 
gaged in the hardware business at 
Mount Morris. 

Walter Mulligan, a member of the 
firm of H. P. Dillon Hardware Com- 
pany, has sold his stock in the firm to 
Mr. Dillon. 

Minnesota. 

The Hilke Hardware Store of Lewis- 
ton has changed hands, the Land Com- 
pany taking over the business. Mr. 
Hilke will act as manager of the store 
until the Land Company disposes of the 
business. 

Earl Snow of Sleepy Eye is mak- 
ing plans to add a complete stock of 
hardware to his plumbing and tin 
shop. 

Mr. West and H. H. Lanertz have 
opened a hardware store at Slayton. 

The hardware and furniture store 
of Mrs. Peter Goering has been sold 
to her son-in-law, Ear! Bjornstad, who 
will continue the business, closing out, 
however, the furniture department. 

Montana. 


The hardware firm of Ellis-Bradley 
Company, of Bozeman, which has been 
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in existence for more than thirty years 
has been sold to J. M. Flint, who will 
continue the business. 


North Dakota. 


_ Mr. Wicklund has sold his interests 

in the hardware firm of Wicklund and 

Grubb of Wahpeton to his partner 

Mr. Grubb. 
Ohio. 


The name of the Ammann Hard- 
ware Company of Marion has been 
changed to Scribner and Van Atta. 

Ralph S. Goodell has been added to 
the firm of Kelly and Mitchell at Mt. 
Vernon. The firm name will be known 
as Goodell, Kelly and Mitchell. 

Lehner-Butts Hardware and Sup- 
ply Company of Columbus, by the 
terms of a lease, will pay $15,000 for 
a site at 210 South Fourth Street, for 
five years, beginning April 1, 1922. 

The three story brick building at 
319-321 Tuscarawas Street, West, 
Canton, has been leased to the Qual- 
ity Hardware Company, which was in- 
corporated for $50,000. Possession 
will be taken March Ist. Hugh H. 
Comstock, manager of the builder's 
supply department of the Canton 
Hardware Company, is president of 
the new concern. J. W. Pinkerton, 
also a department manager in the Can- 
ton Hardware Company, will be vice- 
president. 

In order to supply the utmost con- 
veniences and accommodations for 
the hunters and trappers, Township 
Clerk Otto Mischka designated the 
Day’s Hardware Store of Elyria, spe- 
cialists in hunting and trapping ac- 
cessories, as the sub department for 
the issuance of hunting and trapping 
licenses. 

A. G. Carper has sold his interest in 
the hardware store of Carper and 
Huber at Green Springs to Wesley 
Myer. 

W. A. Rowand and Son have pur- 
chased the bankrupt stock of Walter 
J. Fishburn at West Liberty. 


Texas. 

Remodeling that will cost about 
$15,000 will be done on the building at 
the southwest corner of Twenty-third 
street and Avenue B, Galveston. It 
will be occupied by the Galveston 
Hardware Company. 

Washington. 

C. Leroy Brown has sold his interest 
in the hardware firm of Balfour and 
3rown of Chehalis, and will engage in 
other business. L. C. Young, recently 
from Seattle, is the purchaser of Mr. 
3rown’s interest. 

Wisconsin. 

The F. W. Matthaeus Hardware 
Company has been incorporated at 
New Holstein with a capital of $20,000 
—20 shares par $1,000. Incorporatars 
are: F. W. Matthaeus, Milton H. 


Matthaeus, and Mrs. Norma St. Clair. 
* * * 


Our own gray hairs are due to 
devotion to duty. It’s the other 
man’s that are developed by dissi- 
pation. 

x * x 

The trouble with gossip is that it 
goes in one ear and then comes out 
again at the mouth. 
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Study and Interpretation of Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


Millions of tires are sold every 
year. 

There is profit on each sale. 

It is not difficult to sell tires, be- 
cause motorists need them. 

Hardware dealers are favorably 
situated with reference to this trade 
for the reason that they have many 
things required by motorists such 


EXTRA SPECIAL 


34X4% 


GOODRICH 
TIRES 


$18.00 


6,000 Mile Guarantee 


SHIPLEY 
HARDWARE CO. 


other 














as wrenches, hammers, and 


automobile hardware. 

One of the best ways to sell au- 
tomobile tires is to advertise them. 

Although the margin of profit 
may be smaller upon standardized 
tires such as the Goodrich, yet the 
volume of sales is greater than that 
of obscure brands. 

The Shipley Hardware Company 
shows good judgment, therefore, in 
featuring a nationally advertised 
and standardized tire in the adver- 
tisement reproduced herewith from 
the Lafayette Courier, Lafayette,* 
Indiana. 

Special price inducements are of 
fered in this advertisement which 


\d 


can not fail to bring in motorists to 
the Shipley Hardware Company’s 
store. 

The advantage of this kind of 
advertising is that it operates to at- 
tract new the 
and thereby affords opportunity to 
acquaint them with the service of 


customers to store 


the store and its various lines of 
commodities. 
Acquaintanceships 


formed which can readily be devel- 


are thereby 
oped in friendly patronage. 

Thus, the advertisement serves a 
double purpose. 

* * * 

It is a matter of good business 
to connect one’s selling arguments 
with the established reputation of a 
nationally known trade-mark. 

Much of the preliminary work of 
gaining good will has been done in 
the case of commodities which are 
already well grounded in public fa- 
vor. 

Thus, the By-Lo Hardware Store 
gains advantage from the first line 
advertisement, reproduced 
herewith the Muncie Star, 
Muncie, Indiana, by featuring the 


of its 


from 


name “Garland.” 
Generally speaking, people know 
that the name “Garland” has stood 





The Name— 


‘Garland 


Has stood for quality 
and satisfied custom- 
ers for years. Why 
consider an _ inferior 
type range’? Whether 
you need a coal stove 
or a gas stove, or a 
combination coal, 
wood or gas, come in 
and look over the Gar- 
land line 





See our “Regent” combination all-cast range. This 
range js gbsolutcly guaranteed to bake perfectly, 
with coal, wood or gas, and can be bought as low 


as $98.00 


HARDWARE 


114 South Walnut Street 














for quality and satisfied customers 
for years. 
The illustration serves the pur- 


pose of quick stirring of the mem- 
ory of the reader in connection with 
the word “Garland.” 

Enough is said about the com- 
the 
line to let the prospective buyer 


prehensiveness of “Garland” 
know that his needs can be filled 
for a coal stove or a gas stove ora 
combination coal, wood or gas 
stove. 
* * + 

Well proportioned, sufficiently il- 
lustrated, and having ample spacing 
contrasts, is the advértisement of 


Lomas Hardware Company, repro- 








my 4 


= 


A 
The arrival of a “BRAND NEW” stock of “Wear Ever 
Aluminum The same “old reliable” quality at th 


tatest prices 

Be sure to get one of those wonderful Frying Pan« 
at 49. The use of one cf these will convince you as tu 
68> quality of “Wear Ever” Utensils 


LOMAS HARDWARE 00. 


. 
Phone $2 Main Sireet 
We've Got Your Number 
De sure to get it 











duced herewith from the Bismarck 
Tribune, Bismarck, North Dakota. 

In the original, the copy meas- 
ured 4% by 5 inches, so that the 
type was easy to read. 

It will be noted in the text that 
quality is connected with price, and 
these in turn with the name of a 
standard brand of aluminum goods 
which has already won general con- 
fidence of buyers. 

Only one of the articles is priced 
in the advertisement, namely, alum- 
inum frying pan at 49 cents. 

The pulling power of the copy 
could be strengthened by statement 
of prices of the other articles shown 
in the illustration. 

There is plenty of room in which 
to do this. 

This is not said by way of fault 
finding, but solely for the purpose 
of pointing the road to improve- 
ment. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theaters, and Other Buildings. 


Discuss Trade Development in 
Heating and Ventilating. 

A meeting of the Furnace Sec- 
tion of the Trade Development 
Committee was called in Peoria, 
Illinois, on Monday, January 9th. 

Paul Brandstedt of Washington, 
D. C., chairman of the committee, 
also Otto Cluss of St. Louis, David 
M. Haines of Chicago, and George 
Harms of Peoria were in attend- 
ance. 

Mr. Clus&’ has been engaged to 
prepare drawings of furnace work, 
ventilating jobs, and also of roof- 
ing and corrugated iron work, and 
considerable time was devoted to the 
study of all of these items. 

There were plans sent in from 


different sources, which were in- 
spected and given to Mr. Cluss for 
preparation. 

The work of the committee is 
progressing, but it is naturally slow 
and requires considerable time and 
study, but a good showing will be 
made before the next National 
Convention. 

Mr. Harms, to whom we are in- 
debted for this report of the meet- 
ing, says several requests have been 
made of the sheet metal contractors 
to submit plans to this committee, 
but so far, very few have been re- 
ceived. 

“It is urgently desired that more 
of these be sent us,” he concludes, 
“so that we can have the very best 
to pick from.” 


American Society of Heating and Ventilating 
Engineers Gets Ready for Big Annual Meeting. 


A Splendid Program Is Provided for the Entertainment as 
Well as the Instruction of the Members and Their Guests. 


It is the confident expectation of 
the officers of the American Socie- 
ty of Heating and Ventilating En- 
gineers that all former records will 
be surpassed by the Twenty-eighth 
Annual Meeting which is to be held 
January 24, 25 and 26, 1922, in 
Hotel Pennsylvania, New York 
City. 

An interesting feature of the 
professional program will be a 
comprehensive technical paper rel- 
ative to the design of the extensive 
heating and ventilating equipment 
installed in the Hotel Pennsylva- 
nia. 

In many ways, this hotel stands 
out as a unique example of the 
largest hostelry construction, and 
by virtue of its size it has em- 
braced problems of a magnitude 
never before approached. 

The location of the meeting at 


this hotel gives, therefore, a won- 
derful opportunity for study of 
this equipment and the presentation 
of such a technical paper by the 
designer of the equipment, and the 
opportunity that will be afforded to 
the visiting members and guests to 
visit all parts of the hotel and in- 
spect the equipment there will un- 
doubtedly prove an attractive fea- 
ture. 

The program for entertainment 
of the members and their guests 
will embrace a Reception-Dance on 
Tuesday evening following the sec- 


ond professional session; the An- 


nual Banquet on Wednesday eve- 
ning, January 25th, and a Get-To- 
gether Theater Party for all mem- 
bers and guests, on Thursday eve- 
ning, January 26th. 

The schedule of the business and 
professional sessions of the meet- 
ing is as follows: 


First Session. 
Tuesday January 24, 2 p. m. 
Business Session. 

Announcement of Quorum. 

Appointment of Tellers of Annual 
Election. 

Address of President. 

Report of Council. 

Report of Secretary. 

Report of Treasurer. 

Reports of Committees: Committee 
on Chapters; Committee on Legislation; 
Committee on Code of Ethics; Com- 
mittee on Memorial to J. R. Allen; Com- 
mittee on Revision of the Constitution; 
Committee on Code for Testing Low- 
Pressure Steam Heating Boilers; Com- 
mittee on Furnace Heating; Committee 
on Steam and Return Main Sizes. 

Unfinished Business. 

Report of Tellers of Annual Elec- 
tion. 

New Business. 

Second Session. 
Tuesday, January 24, 7:30 p. m. 
General Session. 

Paper: Heating, Ventilation and Me- 
chanical Equipment of the Hotel Penn- 
sylvania in New York City, by Arthur 
K. Ohmes. 

Paper: Improvements in the Process 
for Cleaning and Drying Air Mechani- 
cally, by Wm. K. Baldwin. : 

Topical Discussion: Effect of Wind 
on Heating of Buildings (at request of 
Standardization Committee of Heating 
and Piping Contractors’ National Asso- 


ciation). 
Third Session. 
Wednesday, January 25, 10 a. m. 
Ventilation Session. 

Paper : Standardized Method of 
Measuring Fan Delivery by E. N. Fales. 

Paper: The Importance of Pure Wa- 
ter Supply in Humidifying Systems, by 
Fred E. Bahnson and Leona Maloney. 

Paper: Ozone in the St. Louis 
Schools, by E. S. Hallett. 

Paper: Hospital Ship Ventilation, by 
R. C. Holcomb. 


Fourth Session. 
Wednesday, January 25, 2 p. m. 
Research Session. 


Report of Committee on Research. 

Paper: Current Research in Heating 
and Ventilating by D. Paul Anderson. 

Paper: A Study in Heat Transmis- 
sion with Special Reference to Building 
Materials, by F. C. Houghton. 

Paper: Temperature Humidity and 
Air Motion Effects in Ventilation, by 
O. C. Armspach and Margaret Ingels. 

Paper: Oxides of Nitrogen Produced 
by Ozone Apparatus by G Jones, 
W. P. Yant and O. W. Armspach. 


Fifth Session. 
Thursday, January 26, 10 a. m. 
Industrial Session. 
Paper: The Control of Blower Mo- 
tors by Henry H. Issertel. 
Paper: Dehydration and Freshening 
of Codfish, by Henry E. Banks 3d. 
Paper: The Under-Feed Stoker, by 
Frank A. DeBoos. 
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Sixth Session. 
Thursday, January 26, 2 p. m. 
Heating Session. 
Paper: Heating the Average Home 
Economically, by P. J. Dougherty. 
Paper: Heat Transfer for Conduc- 
tion and Convection-by W. K. Lewis, 
W. H. McAdams and T. H. Frost. 
Paper: Tests of Humidity Condi- 
tions in a Residence Heated by a Warm 
Air-Furnace Using Recirculated Air, by 
A. F. Hewte. 





Wants Repairs for Jahant 
Hot Blast Furnace. 


To AMERICAN ARTISAN AND 

HARDWARE REcorpD: 

Please advise me from whom I 
can procure repairs for No. 5 Ja- 
hant Hot Blast Furnace. This fur- 
nace was formerly made by Jahant 
Furnace Company of Akron, Ohio, 
who are now out of business. 
Yours very truly, 

Joun F. CArtTwRIGHT. 

Kentucky, December 20, 


1921. 





Midland Furnace Club Holds 
Instructive Session. 


An instructive session constitut- 
ed the first meeting of the Midland 
Furnace Club for the current year. 

It was held January 6th in the 
Congress Hotel, Chicago, Illinois, 
and the attendance was the biggest 
in the history of the organization. 


The feeling as to the prospects 
for 1922 as expressed at the meet- 
ing was decidedly optimistic. 

The Committee on Formula for 
Rating the Capacity of Furnaces re- 
ported progress. 

By request, Jesse M. McHenry 
of Bridge and Beach Manufactur- 
ing Company, St. Louis, Missouri, 
explained the formula, further em- 
phasizing the fact that it was not 
the purpose to consider the efficien- 
cy of warm air heaters under the 
proposed formula but simply their 
capacity. 

The ordinance for the construc- 
tion of chimneys, as recommended 
by the National Board of Fire Un- 
derwriters and recently revised and 
published, was endorsed. 

The recently elected president of 
the Western Warm Air Furnace 
and. Supply Association, R. W. 
Menk of Exeelsior Steel, Furnace 


AMERICAN ARTISAN AND HARDWARE 


Company, Chicago, Illinois, was 
present at the meeting and received 
congratulations upon his election. 
In response, Mr. Menk assured 
the members of the Midland Fur- 
nace Club of the desire and willing- 
ness of his Association to cooper- 
ate with them in all matters of 
common interests and importance. 
Officers elected to conduct the 
business of the Midland Furnace 
Club for the ensuing term were 
chosen as follows: 
President: J. M. Triccs, Hunt- 
ington, Indiana. 
Vice-President : 
Akron, Ohio. 
Secretary and Treasurer: ALLEN 
W. Wittiams, Columbus, Ohio. 
Executive Committee: W. C. 
WILLIAMSON, Cincinnati, Ohio; T. 
E. Henry, Cleveland, Ohio; D. M. 
Compton, Chicago, Illinois; J. T. 
TEMPLETON, St. Louis, Missouri; 
and Georce Harms, Peoria, IIli- 
nois. 


JoHN KERCH, 


Offers Extra Discount to 
Early Buyers. 

With the praiseworthy motive of 
stimulating business, F. Meyer & 
3rother Company, Peoria, Illinois, 
is allowing an extra 10 per cent 
discount on all orders amounting 
to $100 net or over and less than 
carlots, received before February 
I, 1922, on furnace pipe of every 
description. 

The extra discount of 10 per cent 
also applies on orders for 100 
pieces of registers, faces and bor- 
ders. 








Praises Warm Air Heater Special. 


To AMERICAN ARTISAN AND 

HARDWARE RECORD: 

In your Warm Air Heater Spe- 
cial you have surely given us a 
feast of good things—a great spread 
of brains. 

I am sure it is the best ever. 

Only a few years ago it seemed 
to me writers were at great pains 
to appear to tell us how to install 
“Air Warmers” while withholding 
needed help. 

Now behold the difference! 

This new “Special” gives your 
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readers definite helps that are 
worth more to them than several 
times the cost for a year. 
May you continue long to give 
us the needed. helps. 
With hearty good wishes, 
Very truly yours, 
B. F. Stow. 
——,, Illinois, January 10, 1922. 





Let Your Courtesy Come 
from the Heart. 


Artificial flowers can be made so 
cleverly as to deceive the eye. 

Only on close inspection is their 
real nature revealed. 

For many purposes of decoration 
they serve better than the natural 
flowers and, of 
costly. 

They lack the winsomeness of 
the true flowers. They have no 
perfume. 


course, are less 


Their color, in the best of cir- 
cumstances and with the greatest 
cunning of art, only approximates 
the delicate tints which nature im- 
parts to the petals of the genuine 
flower. 

Lovers of flowers 
imitations. 


resent these 


They miss the allurement and the 
joyous fragrance which can never 
be made part of these imitations. 

In business there are artificial 
flowers which are often substituted 
for the genuine. 

People who appreciate genuine 
service are never satisfied with ar- 
tificial courtesies, nor with cant 
phrases which are repeated mechan- 
ically. 

They are quick to detect the lack 
of sincerity and enthusiasm in such 
service. 

You can get a phonograph to 
grind out salutations and greetings 
to people who come into your store. 

But, it will not have the same ef- 
fect as the friendly tones and gen- 
uine cordiality of sincere service on 
the part of yourself or your clerks. 





To stretch the truth in an adver- 
tisement in the hope of attracting 
more attention may succeed in at- 
tracting attention and in repelling 
trade. 





24 


Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 
News from Various Branches of the Sheet Metal Trade. 


DESCRIBING GEOMETRICAL SHAPES. 


By O. W. Kothe, Principal St. Louis Technical Institute, 
St. Louis, Missouri. Written especially for American Artisan 
and Hardware Record. 

Much of pattern draiting or, we should say, all of 
pattern drafting, and all other kind of drawings, has 
its outgrowth directly from descriptive geometry. 

Now these rules of treatment are not always easy to 
decipher and even though they may be understood by 
workmen and even distinguished draftsmen, still at 
that it is very easy to make a slip. . 

So in this drawing we have a few problems of inter- 


another, and is not always the exact treatment 
sought for. 

There are other volutes developed by different meth- 
ods, and some of these give us a graduating distance, 
as the volute progresses, so that the lines are not par- 
allel to one another as in this case. 

Figure 2, we have a drawing showing the tri-section 
of an arc, as was recently discovered, by a senior 
scholar of a Massachusetts High School. 

Its geometrical construction is very simple, although 
it is onky approximately accurate. It would seem at 
first thought that it would be geometrically accurate, 
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Describing Geometrical Shapes. 








est in which figure 1 is describing a volute from the 
vertexes of a triangle. To describe this volute, draw a 
triangle as at a-b-c, making all sides equal and then 
extend the side lines their different directions as shown. 

Now by using each one of these points as a center, 
b-c-a, we describe a third of the volute from each point. 
Then by changing centers and lengthening the radius, 
the volute is automatically produced. 

As many spirals can be made as you desire, always 
leaving the same center. This, of course, makes the 
rest of the volutes of the spiral lay parallel to one 


but this is not possible under this construction. 


However, the present treatise may be used and after 
checking up the small variation can be adjusted. Later 
reports have it that still another treatment is found 
for tri-secting an arc, which should be geometrically 
and mathematically correct. 

By this figure 2 we let A-B be the arc and then we 
draw a chord line as A-B through the arc. We bisect 
the line which gives us X, and from this center we de- 
scribe the semi-circle A-1-2-B. Now with the same 
radius and using the points A and B as center, we de- 
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scribe arcs from X to intersect the semi-circle in points 
1 and 2. Then by drawing lines from points I and 2 
to Y, the center for the arc A-B, these lines are sup- 
posed to tri-sect the arc A-B. By an inspection it will 
be observed, the sector 2-B is somewhat fore-shortened 
over the center zone 1-2, where the lines pass over the 
arc, and herein their discrepancy occurs. It is, how- 
ever, approximately correct, and by re-checking with 
one of the spaces the spaces can be quickly adjusted. 

In figure 3 we have describing an oval, where E-F 
is the short diameter and C-G is the long diameter. We 
use G as center and describe the arc E-H. Then use 
H-E as the radius and use C as the center; cross the 
line G-E in point I. 

Next bisect the line C-I, extending your line to inter- 
sect the 2 axis lines in points J and K. These 2 points 
will then be the centers for describing the end and 
side arcs. 

By lifting these points over from the center G as J’ 
and K’, we can then describe the arcs for the oval using 
J and J’, also K and K’ as centers. Divisional lines 
can be drawn before describing arcs, so you can see 
where to stop and start your arcs 








Joyousness Rules the part Banquet Pe’ 
the Sheet Metal Contractors of Indianapolis. 
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In figure 4 we have a treatment for describing an 
egg shaped oval. Let M-N be the diameter of the 
large end, and so from X we describe the semi-circle 
M-O-N. Then using the full diameter as M-O and X 
as center, we mark points P, also S and S’. 

Now bisect the radius X-N in point Q, and pick this 
distance and set as P-R, which gives the center for the 
small end arc. Draw the divisional lines and describe 
the arcs, using R and S and S’ as centers: 

In figure 5 we have a treatment for finding the cen- 
ter line so that tangent arcs may be described to certain 
given slant lines. Let A-B and C-D be the given lines. 
Then at any place square the lines E and F. After 
this use the corners just established and draw the 
diagonal lines. Where they cross in point X, set 
dividers to any radius and strike an arc as a-b. 

Now change a radius to something larger, and using 
the new points a and b as centers, strike and cross arcs 
as in point c. 

After this draw center line through points c-X and 
from this center line you can set your dividers and de- 
scribe arcs in any place you wish and they should be 
tangent to the given lines. 





when you remark about the Asso- 
ciation be it good, bad or indiffer- 
ent admit your part and say, ‘We 


do or did so and so.’ Don't side- 


Secretary Waters of the Indianapolis Local Writes an 
Interesting Account of the Feasting and the Speeches. 


step your duties.” 


\fter remarks by the new officers, 





The following account of the 
First Annual Joy Fest of the Sheet 
Metal Contractors’ Association of 
Indianapolis, Indiana, from the Sec- 
retary of that organization, Wil- 
liam S. Waters, deserves to be read 
word for word because it teems 
with suggestions for other associa- 
tions in the sheet metal trade: 

The Sheet Metal Contractors’ As- 
sociation of Indianapolis started the 
New Year with their First Annual 
Joy Fest, same being held at the 
Chamber of Commerce on the even- 
ing of January 4th. Covers were 
laid for fifty including the Direc- 
tors of the Indiana Salesmen’s and 
Jobbers’ Auxiliary. 

After partaking of a well selected 
menu, the meeting was called to or- 
der by Charles Tarpening, the 
retiring President. After a roll 
call of the Officers and Members, 
President Joseph C. Gardner of the 
State Association administered the 
installation obligation to the new of- 
ficers. The following officers were 
installed : 


President: Josepu E, Mar- 
TINGLY, 
First 


|LAVERY, 


Vice-President: T. R. 
Second Vice-President: Ww. 
McCain, 
Third 
KRESS, 

Secretary: Wa. S. WATERS, 

Treasurer: CHARLES STEVENSON, 


AvBeERT H. 


Vice-President: JosErH 


Trustee for 3 years: 
SCHACKE., 

The meeting was then turned over 
to President Mattingly whose first 
act was to ask for a rising vote of 
thanks to the retiring officers. 
President Mattingly tendered the 
thanks of the Association to the 
officers. Responses were made by 
all the retiring officers. Mr. Tar- 
pening urged upon the members to 
be loyal to the new administration 
and get away from the common 
practice we all have when we refer 
to the affairs of the Association by 
saying: “They do or did so and 
so;” “You are as much a part of 


this Association as the officers and . 


each member was called upon for 
an expression. Each one spoke en- 
thusiastically of what they proposed 
to do as a member of the Associa- 
tion. It was indeed an inspiration 
for the new officers. Following 
was a comprehensive report of the 
convention Executive Committee 
by Chairman E. W. 
report covering the program made 
to date together with an outline of 


Norman, his 


the Exposition to be held in con- 
junction with the National Conven- 
tion. His report was received with 
keen interest and universal ap- 
proval. Talks were then made by 
the Auxiliary Directors as follows: 

F. A. Wilkening of the Standard 
Metal Co. 

J. R. Strahlendorf of the Peerless 
Foundry Co. 

B. A. Epperson of the Stark 
Rolling Mill Co. 

J. C. Henley of Tanner & Co. 

H. A. Beaman of the Haynes 
Langenberg Co. 

E. C. Folkening of Follansbee 
srothers Co. 
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Paul R: Jordan of Paul R. Jor- 
dan & Co. ‘i 

Their remarks were all interest- 
ing and favorably received. © Mr. 
Jordan spoke on the relationship of 
“An Association and Mercantile 
Ratings.” “Where you find a good, 
well organized Association of mer- 
chants or contractors you will also 
find that the members are given a 
high class rating by the Mercantile 
Agencies,” said Mr. Jordan. His 
remarks were straight to the point 
and were very enthusiastically re- 
ceived. 

Mr. Joseph C. Gardner, State 
President, was next on the program. 
His remarks were confined to the 
State Association and the coming 
convention. “The National Con- 
vention and Exhibition to be held 
in Indianapolis next May will be 
the most gorgeous affair ever dedi- 
cated to the Sheet Metal and Warm 
Air Heating Industry in the 
world,” said Mr. Gardner. “Don’t 
mistake my assertion. It will be 
the most elevating affair ever put 
forth. Should you have in mind 
any sheet metal or warm air heat- 
ing concern out West, over East, 
up North or ‘Down in Dixie’ you 
will certainly be doing them the 
favor of your life to write them a 
personal invitation to set aside one 
week in May and attend this con- 
vention and Exhibition.” Mr. 
Gardner’s speech was most encour- 
aging and was well received. 


President Mattingly was “Next 
up” with the appointing of Stand- 
ing Committees for the year 1922. 
He outlined the policy to be pur- 
sued and he insisted that every ef- 
fort should be made to promote the 
use of more sheet metal and warm 
air heating. An advertising cam- 
paign was advocated and an Ad- 
vertising and Publicity Committee 
was appointed and instructed to 
formulate a plan to educate the pub- 
_lic to the uses of our products. 
Other committees appointed were 
as follows: Furnace, Costs and Es- 
timating, Membership, Entertain- 
ment, Grievances, Apprentices and 
Convention Executive. 

An advertising form was adopt- 
ed, same'to be used as a border for 


all advertising carried on by the 
Association. 

A report of the Treasurer 
showed the financial affairs of the 
Association to be in a very credit- 
able condition. 

President Joseph C. Gardner of 
the Indiana Sheet Metal Contrac- 
tors’ Association announces the 
appointment of the Hotel Commit- 
tee for the coming National and 
State Convention and the Western 
Warm Air Heating Convention 
which will be held in Indianapolis 
next May. The following consti- 
tute the committee: 

O. Voorhees, 

Albert Off, 

Frank Lauck, 

The above committee will work 
in conjunction with a like commit- 
tee appointed by Mr. E. W. Nor- 
man, President of the Salesmen’s 
and Jobbers’ Auxiliary to the In- 
diana Sheet Metal Contractors’ As- 
sociation, this committee consists of 
the following: 

F. O. Folkening, 

Paul R. Jordan, 

Harry Neal. 

The Sheet Metal Contractors’ 
Association of Indianapolis at their 
next regular meeting to be held 
Wednesday evening, February Ist, 
will take up the matter of putting 
into effect an advertising campaign 
to educate the public into the uses 
and advantages of sheet metal as a 
building and fireproofing material ; 
also the many advantages of the 
warm air furnace as a heating 
plant. “The property owner is ap- 
parently losing sight of some of 
the important features that go in a 
building that are essential to the 
safety and comfort of the commun- 
ity. Those that know should cor- 
rect this short coming, if they 
would be loyal to their fellow citi- 
zens.” “We're going to try to do 
our part,” said one of the members 
of this Association. 





Will Resume Hearings on the 
Pittsburgh Plus Case. 

Hearings on the “Pittsburgh 
Plus” case will be resumed Janu- 
ary 30th at Milwaukee, Wiscon- 
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sin, by the Federal Trade Commis- 
sion. 

This case was begun in 1919 by 

the Western Association of Rolled 
Steel Consumers. 
_ Several other organizations have 
since then joined the original com- 
plainants, including the Master 
Sheet Metal Contractors’ Associa- 
tion of Wisconsin. 

Briefly explained, under the 
“Pittsburgh Plus” practice, steel is 
sold at mills on the basis of the 
price in force at Pittsburgh to 
which is added the cost of freight 
from Pittsburgh. 

For example, steel made at South 
Chicago is sold at the mill price 
plus what it would have cost to 
transport it from Pittsburgh to 
South Chicago. 

In other words, the buyer of steel 
at South Chicago has to pay a “fic- 
titious freight bill.” 





All Are Ready for Big Michigan 
Sheet Metal Convention. 

Every one connected with the 
Michigan Sheet Metal Contractors’ 
Association is in the pink of con- 
dition and eager for the opening 
session of the Convention of that 
organization which is to be held 
February 21, 22, and 23, 1922, in 
Jackson, Michigan. 

Masonic Temple has been en- 
gaged for the various sessions. 

The banquet and entertainment 
to be given by the Salesmen’s Aux- 
iliary Wednesday evening, Febru- 
ary 22d, will also be held in the 
Masonic Temple. 

Supper will be served by the 
ladies of the Eastern Star in the 
banquet hall and the entertainment 
will be presented in the beautiful 
Auditorium. 

Hugh Doherty of the Detroit 
Safety Furnace Pipe Company, De- 
troit, as Chairman of the Entertain- 
ment Committee, is putting forth 
his best efforts to surpass all for- 
mer achievements. 

Among the star performers 
whom he has enlisted in carrying 
out the program of joy are N. L. 
Pierson, Jr., Assistant District 
Salesmanager, Detroit office, Am- 
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erican Rolling Mill Company ; War- 
ner and Laffin of the Chicago office 
of Tuttle and Bailey Manufactur- 
ing Company; Gilbert Moore of 
Michigan Stove Company; C. F. 
Nason of Milwaukee Corrugating 
Company ; R. W. Menk of The Ex- 
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celsior Steel Furnace Company, 
Chicago, Illinois; R. W. Blanch- 
ard of the Chicago office of Hart 
and Cooley Company, and “Tom” 
Peacock of Premier Warm Air 
Heater Company, Dowagiac, Mich- 
igan. 


St. Louis Sheet Metal Organizations Enjoy 
Annual Banquet and Installation of Officers. 


Visiting Sheet Metal Contractors Came from Pennsylvania, Ohio, 
and Illinois to Participate in the Festivities and Ceremony. 


Because of the exceptionally sin- 
cere spirit of fellowship which 
characterizes all the relations of the 
two big sheet metal organizations 
of St. Louis, visitors are always at- 
tracted to the banquets and other 
gatherings of these associations. 

Thus, men came from Pennsyl- 
vania, Ohio, and Illinois to the 
joint Twelfth Annual Banquet and 
Installation of Officers of the Sheet. 
Metal Contractors’ Association and 
Sheet Metal Consumers’ Protective 
Association of St. Louis, which was 
held the evening of January 7th in 
the City Club Building. 


Arthur P. Lamneck, President of i 


the National Association of Sheet 
Metal Contractors, came from Co- 
lumbus, Ohio, to take part in the 
meeting and officiate at the installa- 
tion of officers. 

From Pittsburgh, Pennsylvania, 
came W. J. Keist. 

The entire sheet metal contrac- 
tors’ Local of Alton, Illinois, headed 
by James Barrett, Treasurer of the 
Illinois Sheet Metal Contractors’ 
Association, journeyed to St. Louis 
for the occasion. 

The sheet metal Locals of East 
St. Louis, Illinois, Collinsville, Illi- 
nois, Belleville, Illinois, Edwards- 
ville, Illinois, Madison, Illinois, 
Granite City, Illinois, and Spring- 
field, Illinois, sent representatives. 

From Peoria, Illinois, came 
George Harms, formerly President 
of the National Association, 
Charles Louis, P. A. Johnson, and 
Rudolph Jobst. 


J. Harvey Manny of the Manny 
Heating Supply Company, Chicago, 


Illinois, was also a guest at the 
banquet and meeting. 

Prominent among those who took 
part in the festivities and ceremony 
of the evening was Julius Gerock, 
Treasurer of the National Sheet 
Metal Contractors’ Association, 
Frank Higgins, First Vice-Presi- 
dent of the National Sheet Metal 
Contractors’ Association, Gus 
Gerock, Otto Cluss, all of St. Louis, 
Missouri; and H. J. Morrison of 
Poplar Bluff, Missouri. 

The North St. Louis 
Men’s Association was represented 
by A. S. Werremeyer. 

Saturday afternoon preceding 
the banquet, a joint meeting of the 
Board of Directors of the Missouri 
Sheet Metal Contractors’ Associa- 
tion and the Missouri Auxiliary, 
was held in the Statler Hotel. 

The purpose of the meeting was 
to arrange for the Second Annual 
State Convention, to be held in Jop- 
lin, Missouri, in the latter part of 
April or the first week of May. 

This joint meeting was called to 
order by H. W. Symonds of the 
Symonds Register Company, one of 
the most active workers in the Mis- 
souri Auxiliary. 

This meeting lasted until 6:00 
o'clock and upon its adjournment 
all those in attendance went to the 
City Club Building for the banquet 
and installation of officers. 

The officers of the St. Louis 
Sheet Metal Contractors’ Associa- 
tion who were installed for the en- 
suing year are as follows: 

President: Henry STARCK. 

Vice-President: JAMES Hype. 

Secretary: L. R. SCHLEIER. 
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Treasurer: A, P. FAESSLER. 

The following officers were in- 
stalled for the coming year to ad- 
minister the affairs of the Sheet 
Metal Consumers’ Protective Asso- 
ciation of St. Louis. 

President: Frank T. BoKERN. 

Vice-President: J. D. Corpert. 

Secretary: Ortro E. ScHESKE. 

Treasurer: A. J. SyMONDs. 

John F. Ruth was elected and in- 
stalled as Sergeant-at-Arms for 
both associations. 

The toastmaster of the evening 
was William Koelsch, retiring sec- 
retary of the Sheet Metal Consum- 
ers’ Protective Association of St. 
Louis. 

The entertainment of the evening 
was in charge of D. S. Phillips and 
Henry Starck, the newly elected 
president of the Sheet Metal Con- 
tractors’ Association of St. Louis. 


The principal address of the eve- 
ning was made by Happy Day, rep- 
resenting the Chamber of Com- 
merce of St. Louis, who spoke at 
much length and with unusual abil- 
ity on salesmanship. 

This Twelfth Annual Banquet 
and Installation was the largest in 
point of attendance in the history 
of the two associations, 178 mem- 
bers and guests being present. 

It was midnight when the festiv- 
ities and ceremony came to a close. 

The sheet metal folk of St. Louis 
intensified their reputation for hos- 
pitality and strengthened the bonds 
of friendship which unite them to 
numerous other sheet metal Locals 
in the Middle West. 





Issues Volume Two of Universal 
Sheet Metal Pattern Cutter. 


Volume Two of the Universal 
Sheet Metal Pattern Cutter by Wil- 
liam Neubecker is now ready. 

It is a big book of four hundred, 
double column pages, each measur- 
ing 11% by 9 inches. 

There are 711 engravings illus- 
trating profusely sheet metal work 
applied mainly to exteriors of build- 
ings: 

The volume is divided into seven- 
teen parts and, used in connection 
with Volume I, gives a comprehen- 
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sive textbook of the entire sheet 
metal trade. 

Among the subjects adequately 
and instructively treated in this vol- 
ume are Architectural Terms and 
Definitions; Principles of Projec- 
tion in Architectural Drawing; 
Sheet Metal Cornice Work; Pat- 
terns for Leader Heads, Roof Cut- 
ters and Conductor Offsets; Pat- 
terns for Roof Flanges, Collars, 
Ventilator Bases and Hoods; Cir- 
cular Sheet Metal Work; Construc- 
tion of Electrically Illuminated 
Sheet Metal Signs; Development 
and Construction of Various Types 
of Metal Skylights ; Construction of 
Various Forms of Sheet Metal 
Roofing; Plan Reading; and Esti- 
mating Quantities of Sheet Metal 
Work in the Construction of Build- 
ings. 

Considering the size of the book, 
the wealth of its illustration and 
the value of its text, the price at 
which it is sold is unusually rea- 
sonable, namely, $7.50. 


This Volume Two of the Uni-- 


versal Sheet Metal Pattern Cutter 
may be obtained from the Book 
Department of AMERICAN ARTISAN 
AND HARDWARE REcorD, postage 
prepaid, upon receipt of price. 





Detroit Sheet Metal Contractors 
Elect Officers 


An interesting business meeting, 
which was preceded by a pleasant 
banquet, was held by the Detroit 
Sheet Metal Contractors’ Associa- 
tion, Monday, January 9th, at Fort 
Shelby Hotel. 

Officers for the ensuing term 
were elected as follows: 

President: R. C. Manon, of the 
R. C. Mahon Company ; 

Vice-President : Otro SCHWARTZ, 
of the S. and O. Sheet Metal 
Works ; 

Treasurer: J. S. CLarK, of the 
Clark Hardware Company. 

The Secretary of the Association 
is A. J. Rascu, who was elected at 
a meeting held in November and 
who, because of the general satis- 
faction which he has given, is con- 
tinued in office. 
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Many Remedies for Stopping Leaks in Auto 
Radiators Lessen the Circulation of Water. 


Greasy Substances Will Settle in the Joints of the Core 
and Make Its Repair by Soldering Practically Impossible. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcorD by 
E. E. Zideck, New York City. 


SEVENTEENTH ARTICLE. 

The longer a motor is in use, the 
more it heats up and the larger the 
amount of heat, therefore, which 
the radiator must carry away 
from it. 

On the other hand, the longer a 
radiator is in use, the less readily 
does it cool. 

Dirty or alkaline water used in 
a radiator for a while will coat the 
inside of the channels and, partic- 
ularly in a carelessly devised cellu- 
lar core, stop the circulation of wa- 
ter through it. 

The dust of the road which may 
have settled on the fins or the walls 
of the air passages prevents the sat- 
isfactory cooling of the ducts. Thus 
the inside coating or obstruction 
makes for less or no water passing 
through the channels; and the out- 
side coating and stoppage of air 
passages makes for less or no cool- 
ing. 

There are various preparations 
being used for car owners either to 
stop a leak in the radiator or to pre- 
vent its freezing up in cold weather: 
Anti-Leak, Anti-Freeze, Kerosene 
and other oily liquids. 

Any one of the above prepara- 
tions will be injurious to the radia- 
tor core. 

If they do not stop, yet they will 
so minimize water circulation and 
heat conductivity of the metal that 
the effectiveness of the radiator is 
greatly impaired. 

Any of the above preparations, 
and greasy substances in general, 
will settle in the joints of the core 
and make its repair by the only ef- 
fective and non-injurious method, 
that of soldering, practically impos- 
sible. 

Without heating up the metal, 
solder will not take hold; and heat- 
ing up the metal causes the greasy 
substance within the joints to boil 


out and prevents solder sticking to, 
and binding, the metal. 

Introduced into radiators having 
the straight water flow core, the 
preparations will stick to the walls 
and fill up the unevenly solder- 
filled joints of the edges. 

With the inside walls coated, the 
metal has lost its heat conductivity. 

With the greasy stuff in the 
joints, a heating up of them will 
melt the solder and the _ boiling 


Enlarged View of Water- 
Celis and Soldered 


Edges 


Formatéon 





causing 


it out, 
more and worse leaks than there 


grease will force 
were before. 

But the greatest injury 
preparations can do is if used in 
the zig-zagging core radiator. 

In this core the stuff, made to 
harden in water, will settle in the 
angles of the core and stop the 
channels completely. 

The painting of radiator cores 
with paints containing oils will min- 
imize the heat conductivity of the 
metal to an extent jeopardizing the 
radiator’s serviceability. 

Dust and mud coatings in the air 
passages are another cause for the 
radiator cooling badly. 

A good part of the work of a 
radiator repairer is the cleaning of 
radiators. 

The inside cleaning is done by 
introducing acids into the core 
which dissolve the foreign sub- 


these 
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stance coating the metal and make 
it ready to be boiled out in a hot 
bath. 

The muddy 
cleaned by submerging it in boiling 


radiator can be 


water. 

There are chemicals being offered 
to the repairer which he may safe- 
ly use for the cleaning purpose. 

In the accompanying pictures the 
repairer will see the previously de- 


scribed hexagon pattern cellular 
core shown more clearly. 
Picture 1, shows the formation 


of the water channels within the 
seemingly flat metal strips of which 
the edges only are seen in the radia- 


tor. 


x 
The Hexagon Strip Formed 


and Seamed thrto One Unit 
of the Headsheel 








the headsheet 


The formation of 
is shown and the edges which sol- 
der to the tanks are marked. In 
picture 1, four strips of the corru- 
gated metal are joined, each two 
strips forming one water channel. 


In picture 2, only ‘wo strips are 
shown, each forming one-half of 
the water cell. 

The pictures clearly indicate the 
places which are and 
which, in radiators showing leaks 
in the core, are liable to contain the 
leak. 

This core, then, if not injured by 
preparations from within or colli- 
sions from without, can leak in the 
seams and in the front or back 
edges only. 


soldered, 


Very seldom will there be a leak 
in the metal within the air passages. 


In used radiators, then, leaks oc- 
cur only if the metal which forms 
the hollow through which passes 
water, is defective, or, a hole was 
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punched in it in some mysterious 
way. 

It must be remembered that both 
the edges and the seams in the head 
sheets are soldered by the dipping 
process. 

If dipped in solder that had the 
right temperature; the edges clean; 
the dipping acids clean; and every- 
thing else in order; the core edges 
will be soldered tight up to the wa- 
ter-hollow, uniformly and solidly. 


There will be no edge soldered 
differently from the other. 

A core dipped in these circum- 
stances, with the strips pressed 
tightly together and held tight until 
the core cooled, will not be found 
leaking except injured by collision 
or otherwise. 

Many cores break apart in the 
edges because of either bad dipping 
or bad fit. 

And if a core should be found 
leaking in the edges that are not 
broken apart, it is an indication that 
the metal was impure when dipped, 
or the solder was too hot, or the so- 
lution bad, and it will not be one or 
two of the strips but all of them 
that will be leaking. 

The best thing to do in these 
cases is to insert a new, a better 
core. 

(To Be Continued.) 





Milwaukee Sheet Metal Local 
Chooses Officers. 


At the regular monthly meeting, 
January 4th, the Master Sheet Met- 
al Contractors’ Association of Mil- 
waukee, Wisconsin, with President 
William in the chair, 
elected officers for the year as fol- 


Hammann 


lows: 
President: EpwArp HorrMANN. 
First Vice-President: J. J. Mit- 
LEN. 


Second Vice-President: AL- 
FRED GOETHEL. 
Secretary: O. A. HorFMANN. 


Treasurer: WILLIAM GALLUN. 

Sergeant-at-Arms: H. E. 
SCHAETZKE. . 

Executive Committee: WILLIAM 
HaMMANN, R. JESKE and Paut L. 
BIeERSACH. 
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Michigan Trade Extension Board 
Will Meet January 17th. 


The January meeting of the Trade 
Extension Board of the Michigan 
Sheet Metal Contractors’ Associa- 
tion will be held in Detroit in the 
assembly room of the Detroit As- 
sociated Building Employers, 2002 
Real Estate Exchange Building on 
Tuesday afternoon at 2:00 o'clock 
January 17th. 

At this meeting definite resolu- 
trade-mark 
will be submitted which, if passed, 
turn be submitted to the 
in Jackson for 


tions concerning the 
will in 
State 
final adoption. 


Convention 
A large attendance 
is expected at this meeting. 
Muskegon Local Entertains 
Guests from Grand Rapids. 


About eighteen members of the 


Grand Rapids, Michigan, Sheet 
Metal and Heating Engineers were 
guests of the Muskegon Sheet 


Metal Association at a banquet and 
entertainment in the Occidental 
Hotel on Monday night, January 
oth. 

John Bos, president of the Mus- 
kegon Association, acted as toast- 
master and proved a very efficient 
presiding officer. 

John’s sense of humor seemed to 
be working at high speed as his as- 
sortment of stories and jokes would 
do credit to a professional toast- 
master. 

Charles Heth, president of the 
State Association, gave a very in- 
teresting review of the work of the 
organization for the past year. He 
also gave a brief outline of the pro- 
gram for the Jackson Convention. 

Harry Rhodes, President of the 
Grand Rapids Association, ex- 
plained the progress and work be- 
ing done by the State Trade Ex- 
tension Board in reference to the 
adoption of a trade-mark. 

He also exhibited a crest which 
is being used by members of the 
Grand Rapids Heating Engineers. 

He stated that their organization 
had reached the point where they 
had explicit confidence in one an- 
other and were now guaranteeing 
one another’s furnace installation.; 
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They have had some cast iron 
plates made which are bolted on the 
front of the casing on which is 
written “This Heating Plant was 
installed by a member of the Grand 
Rapids Heating Engineers and they 
guarantee its proper installation.” 


In case of a complaint, a com- 


mittee will be appointed to make ° 


an investigation and in case the job 
is really at fault the member who 
installed the furnace will be re- 
quested to make the suggested 
changes. 

In case he does not do so, another 
member will be instructed to do the 
work and the offending member 
will cease to hold a membership in 
the organization. 

F. E. Ederle, the efficient secre- 
tary of the Michigan Sheet Metal 
Contractors’ Association, spoke on 
the advantages of belonging to a 
trade organization and gave some 
convincing proofs in support of his 
statements. 





American Rolling Mill Company 
Acquires New Plant. 


At a meeting in Ashland, Ken- 
tucky, December 21, 1921, the stock- 
holders of the Ashland Iron & Min- 
ing Company ratified the proposal 
for the transfer of the company’s 
property to the American Rolling 
Mill Company, Middletown, Ohio. 

George M. Verity, president of 
the American Rolling Mill, an- 
nounced the successful conclusion 
of the negotiations. 

The Ashland plant includes two 
blast furnaces, 6 open-hearth fur- 
naces each of 80-ton capacity, an 
electrically driven blooming mill 
and six sheet mills. 

The Ashland company also 
owned the Ashland Coal & Iron 
Railway Company, operating 48 
miles of track and rolling stock. 
This holding also becomes the prop- 
erty of the American Rolling Mill 
Company. 

The Ashland Iron & Mining 
Company’s capital stock included 
$5,000,000 of common stock, and 
no preferred. 

The arrangement for the trans- 
fer, of,the stock also-included a sat- 


isfactory settlement for the Ash- 
land company’s creditors, including 
several ore mining companies. 

The assets of the American Roll- 
ing Mill Company, now exceed $55,- 
000,000, with plants in Columbus, 
Middletown, Zanesville, Ports- 
mouth and Ashland. 





Makes Artistic Lanterns from 
Sheet Copper. 

That the range of possibilities in 
trade development and sheet metal 
craftsmanship is much greater than 
is generally believed receives dem- 
onstration in the fine piece of work- 

















Ornamental Lanterns Made 
Hammered Copper by William E. 
Miller of Dayton, Ohio. 


manship shown in the illustration 
herewith. 

These artistic lanterns were made 
of hammered copper by William E. 
Miller, sheet metal artist of Day- 
ton, Ohio. 

They are adorned with art glass 
and wired for electricity. 

These lamps are intended to be 
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Instructive Drawing for Making the 
Lanterns Shown Above. 


suspended from each end of a mas- 
sive stone mantle. 

They were designed by Dr. F. W. 
Smith of Dayton, Ohio, and con- 
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structed by Mr. Miller from plans 
submitted. 

The dimensions are also shown 
herewith, so that any sheet metal 
worker who cares to try his hand 
at this sort of craftsmanship may 
have sufficient guidance. 





Use the Ideas You Get 
from Conventions. 


To what extent do you apply the 
ideas which you gain from. attend- 
ing or reading the sessions of your 
trade convention? 

If you return home and forget 
about the successful merchandising 
methods which were presented at 
the convention or if you lay down 
your trade journal without resolv- 
ing to put them into effect in your 
business, you might as well spend 
your time emptying the sawdust out 
of your little boy's teddy bear. 

It will do you about the same 
amount of good. 

You want more sales and the 
consequent increase of profits. 

There is only one sure way to 
augment the income of your store. 

And that is by improving your 
way of doing business. 

Another mode of expressing the 
lesson of profiting by the gainful 
ideas of conventions is to ponder 
the story of the men of a mining 
camp who were discussing the la- 
bors of a local preacher. 

“That was a powerful sermon 
which the new minister preached 
against gambling,” remarked one of 
the men. 

“It sure was,” said the other, 
“and just to show our apprecia- 
tion, we’re goin’ to take a kitty out 
of every poker game and add it to 
his salary.” 





Notes and Queries. 


Thermometers for Ranges. 


From Clinton Furnace Stove Company, 
Clinton, Indiana. 


Will you kindly inform us who 
makes thermometers for ranges? 

Ans.—Cooper Oven Thermom- 
eter Company, Pequabuck, Connec- 
ticut; Precision Thermometer and 
Instrument Company, 53 .West 
Jackson Boulevard, Chicago,” Tlli- 
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nois; Schaeffer and Budenberg 

Manufacturing Company, 25 South 

Jefferson Street, Chicago, Illinois. 
Wire Oven Racks. 


From Clinton Furnace Stove Company, 
Clinton, Indiana. 


Please advise us who manufac- 
tures wire oven racks. 

Ans.— Union ‘Steel Products 
Company, Albion, Michigan, and 
Peerless Wire Goods Company, La- 
fayette, Indiana. 

Address of E. Miller and Company. 
From L. O. Johnson, Hampton, Iowa. 

Where is E. Miller and Company 
located ? 

Ans.—Meriden, Connecticut. 

Hollow Copper Lightning Rods. 


From Henry M. Hastings, Sheet Metal 
Shop, Lexington, Illinois. 


Where can I buy hollow copper 
lightning rods in five and ten foot 
lengths? 

Ans.—Dallas Brass and Copper 
Company, 820 Orleans Street, and 
Arrow Conductor and Manufac- 
turing Company, 1536 West Adams 
Street; both of Chicago, Illinois. 

Tubular Radiator Cores. 


From Albert Nebraska City, 
Nebraska. 


Please advise me where I can buy 
the regulation Ford tubular radia- 
tor cores. 

Ans.—F. L. Curfman Manufac- 
turing Company, Maryville, Mis- 
souri; G. and O. Manufacturing 
Company, Replacement Depart- 
ment, New Haven, Connecticut; 
and The Perfex Radiator Company, 
Racine, Wisconsin. 

“Garland” Stoves and Ranges. 


From E. H. Johnson, 418 Third Street, 
Baton Rouge, Louisiana. 


Who makes the “Garland” stoves 
and ranges and where is the firm 
located ? 

Ans.—Michigan Stove Company, 
Adair and Jefferson, Detroit, Mich- 
igan. 

“Keystone” Food Chopper. 


Henry, 


From Denkman Hardware, Geddes, 
South Dakota. 
Who makes the “Keystone’ 


Food Choppers? 
Ans.—Colebrookdale Iron Com- 

pany, Pottstown, Pennsylvania. 

Numbered Aluminum Stock Markers. 


From Denkman Hardware, Geddes, 


South Dakota. 
Please advise me who makes 
aluminum numbered stock markers. 
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Ans.—Breeders’ Supply Com- 
pany, 431 South Dearborn Street, 
and A. C. Burch and Company, 152 
West Huron Street; both of Chi- 
cago, Illinois. 

Equipment for Retinning Milk Cans. 


From The Barbee Company, 943 South 
Third Street, Louisville, Kentucky. 


Please give us with the name 
of a firm who can furnish equip- 
ment for retinning milk cans. 

Ans.—A. H. Barber Creamery 
Supply Company, 300 West Austin 
Avenue, Chicago, Illinois. 

Shipping Milk Cans. 

From Bert Horner, Tonganoxie, Kansas. 
Please advise me where I can 

secure extra heavy shipping milk 

cans. 

Ans.— Richards and Conover 
Hardware Company, Kansas City, 
Missouri; National -Enameling and 
Stamping Company, 346 West Kin- 
zie Street; Davis-Watkins Dairy- 
men’s Manufacturing Company, 130 
North Wells Street; and Sturges 
and Burn Manufacturing Company, 
838 West Congress Street; all of 
Chicago, Illinois. 

Maple Sugar Spoils. 

From J. O. Hubeli, Neoga, Illinois. 
Will you kindly advise me who 

makes maple sugar spoils. They 

are made from gas pipe and have a 

hook on the end from which a pail 

can hang for the dripping of the 
sap. 

Ans.—G. 
Vermont. 

Tank Heaters. 

From Swartz Manufacturing Company, 
234 Cherry Street, Philadelphia, Penn- 
sylvania. 

Kindly give me the names of 
some stove manufacturers that make 
tank heaters. 

Ans.—George M. Clark and 
Company, Division American Stove 
Company, 179 North Michigan 
Avenue, Chicago, Illinois; Dangler 
Stove Company, Division American 


H. Grimm, Rutland, 


- Stove Company, 5017 Perkins Ave- 


nue, Cleveland, Ohio; and Michi- 

gan Stove Company, Adair and 

Jefferson, Detroit, Michigan. 
Automobile Cushions. 


From George F. Meyer, 71 South Main 
Street, Fond du Lac, Wisconsin. 


Who makes automobile cushions? 
Ans.—American Cushion Spring 
Company, Kalamazoo, Michigan, 


and Reynolds Spring Company, 
Jackson, Michigan. 


Favorite Furnace Fittings. 


From Star Foundry Company, Allen 
and I, C. R. R., Evansville, Indiana. - 


Who manufactures Favorite fur- 
nace fittings ? 

Ans.—Williamson Heater Com- 
pany, 339 West 5th Street, Cincin- 
nati, Ohio. 

Spirit Thermometer Tubes. 

. From The Lindas Company, 658 Eliza- 
beth Street, Kenosha, Wisconsin. 
Please advise us who makes spirit 

thermometer tubes. 

Ans.—Schaeffer and Budenberg 
Manufacturing Company, 25 South 
Jefferson Street; Precision Ther- 
mometer and Instrument Company, 
53 West Jackson Boulevard; Hoh- 
man and Maurer Manufacturing 
Company, 29 East Madison Street; 
Accurate Thermometer Company, 
645 West Washington Street ; all of 
Chicago, Illinois. 

Fifteen Gallon Milk Cans. 


From Czarnik’s Sheet Metal Works, 
Pulaski, Wisconsin. 


Kindly inform us where we can 
secure fifteen gallon milk cans. 

Ans.—A. H. Barber Creamery 
Supply Company, 306 West Austin 
Avenue, Chicago, Illinois. 
Automobile Radiator Repair Outfits. 
From Eugene Moyemont, Odell, Illinois, 

Who makes automobile radiator 
repair outfits ? 

Ans.—F. L. Curfman Manufac- 
turing Company, Maryville, Mis- 
souri, make complete automobile 
radiator repair outfits. G. and O. 
Manufacturing Company, Replace- 


ment Department, New Haven, 
Connecticut ; McKinnon Dash Com- 
pany, Buffalo, New York, and 


Jaffe Radiator Company, 741 West 
Van Buren Street, Chicago, Illi- 
nois, make radiators and radiator 
cores. 


Seamless Steel Tubes. 


From Werner’s Metal Shop, 224 Third 
Street, Tracy, Minnesota. 


Who makes seamless steel tubes 
of 28 gauge metal? 

Ans.—A. C. Blancke and Com- 
pany, 602 West Lake Street, Chi- 
cago, Illinois. 





The more sunshine there is in 
some men’s lives the less hay they 
make. They are wasters of oppor- 
tunity. 
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Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. 


Report of 


Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


STEEL INDUSTRY BEGINS 
YEAR IN GOOD SHAPE. 


With prices and costs well scaled 
down, the steel industry begins the 
new year in excellent condition. 

The most essential readjustments 
have been made through the writing 
off of inventories, acceptance of 
losses, and selling of current pro- 
duction at big reductions. 

Exorbitant freight rates have 
been more of a burden probably 
to steel than to any other industry 
during the past year, and did much 
toward retarding orderly deflation. 

This is at once apparent when 
one considers that it takes from 
five to seven cars of primary raw 
materials to make one car of pig 
iron, all of which must be hauled 
from various points to the furnace. 

Protests against these high rates 
are becoming more frequent and 
insistent. 

The carriers did grant a few 
slight concessions. — 

Freight rates on iron ore from 
Lake Superior docks to the furnace 
were reduced 20 per cent on Octo- 
ber 20 after the season’s movement 
had all but been completed. 

Therefore, the reduction meant 
nothing to the industry, and the 
higher rate has since been restored. 

The carriers also announced late 
in the year a reduction in rates on 
a few finished and semi-finished 
steel products for export only from 
Pittsburgh, Chicago and other mills 
to the Atlantic, Pacific and Gulf 
ports. 

The fact remains that whereas a 
sweeping reduction in freight rates 
was anticipated from month to 
month and week to week during 
the entire year, no such move has as 
yet been made by the carriers. 


Steel. 

As a-summary of the price sit- 
uation for the year it can be said 
that with the exception of a short- 


lived upturn in steel prices early 
in August and a similar rally in 
pig iron prices late in October, the 
decline has been uninterrupted 
throughout the year. 

A composite price of finished 
steel products at the close of the 
year of $20.50 a ton compares with 
$39.75, the high for last year, and 
$16.25 as an average for 1913. 

A composite price of $18.50 for 
pig iron at the close of the year 
compares with almost $49 a little 
over a year ago and $15.75 as a pre- 
war average. 

The end of 1921 saw prices down 
to only about 25 per cent above the 
pre-war level, a reduction of at 
least 60 per cent from the high war 
levels having been accomplished. 

On the other hand, wages had 
been reduced from only 35 to 40 
per cent. 

In the meantime the “Pittsburgh 
plus” system of fixing prices has 
been discontinued by many mills on 
many products. 

In times of keen competition and 
light demand this system has yielded 
more or less, but today the discon- 
tinuance is exceptionally wide- 
spread. 

Copper. 

Temporarily buying of copper by 
domestic consumers continues light. 

Consequently the small producers, 
especially custom smelters who sell 
on the current market are offering 
electrolytic more freely for January 
and February shipment and even 
for the full first quarter at 1334 
cents delivered but few of the large 
producers are competing for busi- 
ness for early shipment. 

In fact, they are not competing 
for orders for any delivery, holding 
electrolytic at 4% cent above prices 
which the small producers are will- 
ing to accept. 

Even the Copper Export Asso- 
ciation has reduced its price and is 


14 to 14% 
f. European ports. 


now selling at from 
cents ¢. 1. 

China is still buying casting cop- 
per and is still in the market for 
from 20,000,000 to 30,000,000 
pounds. 

This grade of copper is selling 
at 13% cents free aboard steamer, 
New York. 

Since January Ist exports from 
the port of New York alone have 
been 4,100 tons. 

Buying of electrolytic for Japan 
and casting copper for China is not 
yet over. 

The export situation helped the 
statistical producers 
very much during the last four 
1921 ‘and the prospect 


position of 


months of 
is that foreign buying will also be 
an important factor during the first 
quarter of 1922. 

Most of the export business, of 
course, has been taken by the Cop- 
per Export Association, probably 
not more than 1o per cent of the 
foreign sales are made by produ- 
cers outside of the Association. 
Tin. 

Of late, in Chicago there has 
been almost no business in carload 
lots of tin and an unusually small 
demand for retail lots which bring 
a very small differential over the 
New York price, freight considered. 

Tin stocks are probably not as 
large as are customarily carried but 
quite ample under present condi- 
tions. 

There is no improvement in de- 
mand from consumers and so far 
since the year opened they have 
shown little Ynterest, but some deal- 
ers seem to have confidence in the 
market and seem satisfied to buy on 
all reactions. 

It is reported that no electroly- 
tic tin is available from producers 
in this country on account of the 
suspension of shipments of Bolivian 
concentrates, but a resumption of 
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these shipments is expected soon to 
take place. 


Solder. 


A reduction of 75 cents per hun- 
dred pounds on all grades of solder 
has occurred in the Chicago market. 

Quotations now prevailing are as 
follows: Warranted, 50-50, per 
hundred pounds, $21.50; Commer- 


cial, 45-55, per hundred pounds, . 


$20.00 ; and Plumbers’, per hundred 
pounds, $18.75. 


Lead. 
Quietness still reigns in the lead 
market, although there is some 


pickup in export demand as wit- 
nessed by recent shipments abroad. 

Tuesday, January roth, 250 tons 
of lead were shipped to France and 
350 tons to Holland. 

The leading interest continues to 
quote 4.70 cents for New York de- 
livery but in the outside market 4.80 
for spot, 4.75 for January and 
4.7714 cents a pound for February 
are the ruling prices. 

The St. Louis price is unchanged 
at 4.40 cents. 

A sharp demand for lead ores in 
the Joplin district 
price $2 a ton with sellers reluctant 
to let go. 

Joplin shipments last week were 
3,226 tons as against 1,877 the week 
previous and 491 tons during the 
corresponding week last year. 
Zinc. 

In the zinc market there is very 
little doing, but the few inquiries 
that have been in the market are 
reported to have brought out offer- 
ings from operators of prompt ship- 
ment Prime Western at inside 4.80 
cents East St. Louis. 

Most producers have withdrawn, 
feeling that in the absence of buy- 
ing interest efforts to sell are of lit- 
tle avail and would tend to the dis- 
advantage of the market. Prices are 
at present virtually nominal. 

It seems likely that investment 
buyers would be found for a con- 
siderable volume if offered at 4.75 
cents, though this is not bid. 

It is also likely that any attempt 
to secure any considerable amount 
at the present time would cause a 
prompt reaction upwards. 


advanced the 
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Chicago prices of zinc in slabs 
declined 5 points during the week, 
the quotation now being $5.25 per 
hundred pounds. 


Sheets. 


Jobbing demand for sheets can 
scarcely be described as fair. De- 
mand from manufacturing consu- 
mers is spotty. 

The electrical industry is buying 
more freely than a fortnight or a 
month ago, and there is a slight 
improvement in demand from the 
agricultural implement trade. 

At the 
going it will be a long time before 


rate this trade has been 


it is taking its normal tonnage of 
sheets. 

The implement factories appear 
to have liquidated their stocks of 
sheets fairly well, but they have 
not liquidated all their stocks of 
implements. 

Buying of sheets by the automo- 
bile trade is decidely light. The 
factories are proceeding very con- 
servatively and indisposed to carry 
what used to be considered normal 
stocks. 

A prediction made by a well in- 
formed maker is that in April the 
automobile factories will be crowd- 
ing each other trying to get deliv- 
eries, not so much on account of 
their requirements being especially 
heavy as on account of their delay- 
ing purchases. 

Eave trough and conductor pipe, 
lathing, etc., are naturally slow re- 
flecting the season of the year. 
Tin Plate. 

There were some exceptionally 
heavy bookings in tin plate last 
week, chiefly for shipment in March 
to large consumers. 

On the whole, the current demand 
for tin plate is good, considering 
the season. 

There is some anticipation of re- 
quirements by consumers, which is 
not the case with steel products 
generally, but on the other hand 
there is not as much as there used 
to be before the war. 

Outside of the demand for tin 
plate for packers’ cans on the part 
of the two largest can makers, there 
is a very fair demand for oil plate 
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and for plate for export, especially 
in the case of Japan. 

The tin plate market is quite 
steady on the $4.75 basis, and some- 
what steadier than it was, on an 
average, before the war. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district which should be con- 
sidered as nominal are as follows: 
Old steel axles, $13.50 to $14.00; 
old iron axles, $18.50 to $19.00; 
steel springs, $13.75 to $14.25; No. 
1 wrought iron, $12.50 to $13.00; 
No. I cast, $12.00 to $12.50; all 
per net tons. Prices for non-fer- 
rous metals are quoted as follows, 
per pound: Light copper, 7% cents ; 
light brass, 414 cents; lead, 3% 
cents ; zinc, 2 cents; cast aluminum, 
9% cents. 

Pig Iron. 

The current market report of the 
Matthew Addy Company, Cincin- 
nati, Ohio, observes that the great 
difference in the iron trade today 
and a year ago is not something 
that can be accurately measured in 
figures. It is impalpable. 

A year ago men were dazed. by 
the universal crash of values, by 
the collapse of trade, and by the 
sudden stopping off of profits. 

Today they have pulled them- 
selves together. They realize that 
a year of disaster is behind them, 
but a year of promise and per- 
formance is ahead of them. 

They realize that America with 
all its natural resources is as rich 
as it ever was and that it has, be- 
cause of the war, greatly increased 
facilities for utilizing—and every- 
body is in the mood now to vig- 





orously go ahead. 

General indications, derived from 
bank reports, mercantile agencies, 
and authorities on market tenden- 
cies, warrant this optimistic fore- 
cast of the iron trade. 

Therefore, leaving out of con- 
sideration the pressing needs of the 
housing situation and all that it im- 
plies, there is an enormous demand 
in immediate prospect which must 
soon be met. 

This spells prosperity 
coming year. 


for the 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS 





PIG IRON. 


Chicago Foundry ...19 00 to19 50 
Southern Fdy. No. 2, 22 56 to 23 16 
Lake Sup. Charcoal..31 50 

Malleable 


FIRST guanrry BRIGHT 


ATES. 

Per Box 
Ic 14x20 112 sheets $ 9 65 
Ix BEEDO. ccccsccces 11 05 
Ixx ae 12 30 
Ixxx OS 13 65 
EXEEN 14520... cccees 15 05 
Ic ee - 19 30 
x BOERS. cccvcccocs 22 10 
Ixx 0 eT 24 60 
Ixxx SOz38..ccccses « SS 
IXXXM 20x28... eens 30 10 


COKE PLATES. 


Cokes, 130 Ibs.... 20x28 $11 80 
Cokes, 200 lbs.... 20x28 12 00 
Cokes, 214 lbs....IC 20x28 12 35 
Cokes, 270 lbs....IX 20x28 14 10 


BLUE ANNEALED SHEETS. 
per 100 lbs. $3 38 


ee ee 


ONE PASS COLD ROLLED 
BLACK 


100 Ibs. $3 95 


No, 18-20......-. per 
No. 22-24....-¢: per 100 lbs. 4 00 
Be. 86. ccccceces per 100 Ibs. 4 05 
Me. BT. .cccecses per 100 Ibs. 4 10 
MO. BB. ccccccees per 100 Ibs. 4 15 
Ne. B80. cccccoses per 100 Ibs. 4 25 
GALVANIZED 
> No. 16....--e0e- per 100 lbs. $4 40 
No. 18-20......- per 100 lbs. 4 55 
No. 22-24....... per 100 Ibs. 4 70 
NO. 26...cccccee per 100 Ibs. 4 85 
We. BT. .cccccces per 100 Ibs. 5 00 
Ne. 238... cccceces per 100 Ibs. 5 15 
No. 30...0-ceees per 100 Ibs. 5 65 
BAR SOLDER. 
Warranted. 
50-50 ww cece per 100 lbs. $22 25 
Commercial, 

45-55 3 ..-6--- per 100 lbs. 20 75 
Plumbers ..... per 100 lbs. 19 50 
ZINC, 

Cm BARS cccccccccesecsecccs $5 30 
SHEET ZINC. 

Cask, lots ......-- +retneewene 10c 
Less than cask lots....10%-10%c 
COPPER. 

Copper Sheet, mill base....$0 21 
LEAD. 

American Pig .......-++20++$4 85 
TP * cocececcese eeseeceessse OOO 

Sheet. 


Full coils......per 100 lbs. $7 80 


Cut coils......per100 lbs. 8 05 


Pig tin .. 
Bar tin 


HARDWARE, SHEET 
METAL SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC. 





CESSORIES. 
ADZES. 
Coopers’. 

DT ence duussumanoneves Net 
nT Pee rere Net 
ALARM CLOCKS. 

Per doz. 
Big Ben and Baby Ben...$28 80 
RMMOTIGR. cccccceccesceccovee 13 56 
SE 6 cevaeds-ocenneenseee 28 50 


AMMUNITION. 
Shells, Loaded, Peters. 
Loaded with Black Powder 18% 
Loaded with Smokeless 


POWGGE cccccccccess oee+- 18% 
Winchester. 
Smokeless Repeater Grade, 
i cacidies ts dae 10 & 4% 
Smokeless Leader Grade, 
Maid ekine ane neens & 4% 
Black Powder.........10 & 4% 
cx. SS 
ere 10 & 4% 
BPTOW cocccccesesceces 10 & 4% 
BOW COs cccccccccess 10 & 4% 


Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7%% 
a 9-10 gauge 10&7%% 
” 11-28 gauge 10&7%% 


Powder. Each 


DuPont's Sporting, kegs.$11 25 
% kegs. 3 10 


DuPont’s Canisters, 1-lb. 56 
os kegs. 22 00 

= % kegs 5 75 

a canisters 1 00 
Hercules “E.C.,” kegs..... 22 50 


Hercules “Infallible,” 25 can 


GFUMS cccvcccccecccceces 22 00 
Hercules “Infallible,” 10-can 

GHEE ccc cceeseecseneces 9 00 
Hercules “E.C.” and “Infal- 

lible,”? canisters ........- 1 00 
Hercules, W. A. 30 Cal. Rifle, 

GREISEETD ccccccccccvecess 1 25 
Hercules Sharpshooter Rifle, 

GRMIEETD ccccce covcesces 1 25 
Hercules Bullseye Revolver, 

GOMIBCETS ccccccccccsccece 1 00 

ASBESTOS. 

Paper up to 1/16...... 10c per lb. 
Millboard 3/32 to %..10%c per Ib. 
Corrugated Paper (250 

GG. Et.pccccesece $6.50 per 100 lbs. 
MOTNOATE cccccccsccees llc per Ib. 

AUGERS. 

Boring Machine 40 @ 40&10% 
Carpenter’s Nut ............. 50% 
Hollow. 

Bonney’s......-- per doz. $30 00 
Post Hole. 

Iwan’s Post Hole and Well 

$veeecedeeeeoees aati 5% 


Vaughan’s, 4 to 9 
without handles as doz. $14 00 


Ship. 
Ford’s .ccccccs sksewenes -+-Net 
AWLS, 
Brad. 


No. 3 Handled...per doz. $0 68 
No. 1050 Handled “ 1 40 
Patent asst’d,ito4 “ $5 


Harness. 
COMMON ...-.ce- per doz. $1 05 
POGUE cccvcecces ° 1 00 
Peg. 
Shouldered ..... os 1 60 
Patented ....... = 75 
Scratch. 
No. IS, socket 
Handled ....... per doz. $2 50 
No. 344 Goodell- 
PUR, TRS MB. ccccece 35-40% 


No. 7 Stanley....per doz. $2 25 


AXES. 


First Quality, Single 
Bitted (unhandled), 
4 lb., per doz... 


Good Quality, Single 
Bitted, same weight, per 
doz. 13 


BAGS, PAPER, NAIL 
Pounds .. 10 16 20 25 
Per 1000..$5 00 650 750 9 00 


BALANCES, SPRING, 
Universal. ; 
Sight Spring..... List less 25% 
BUrSIt .cccccvce List less 25% 


BARS, WRECKING, 


We Gh a GK Bow secoscnonss $0 45 
We Me Gh Be Bees ecedsecccus 0 75 
oe fF eS rrr 0 80 
<2 eS ee 0 85 

We Ge BR TIO Blieccceccsccns 0 90 

BEATERS. 

Carpet. Per doz. 
No. 7 Tinned Spring Wire.$1 10 
No. 8 Spring Wire Cop- 

DE 56-08400065-40646085 1 50 
Bee DB PPivessescicces 1 75 
BELLS. 

Call. 

3-inch Nickeled Rotary Bell, 
Bronzed base..per doz. $5 50 

Cow. 

Re ee err 33% % 

Door. Per doz. 
New Departure Automatic. .Net 

Rotary. 

3 -in. Old Copper Bell..... Net 
3 -in. Old Copper Bell, 
Sree Net 
2 -in. Nickeled Steel Bell. .Net 
3%-in. Nickeled Steel Bell. .Net 

Hand. 

Hand Bell, polished........ 

ehbe ene enes tous List plus 15-10% 
White Metal...List plus 15-10% 
Nickel Plated. List — 10% 
DORR cccccescces oese -Net 

Miscellaneous. 

Church and School, steel 
Ge ne cenctntescnses cee 30% 
Farm, lbs.. 40 50 75 100 


Each ,...$3 00 375 5 50 7 25 


BEVELS, TEE. 
as al s Rosewood handle, new 
e 


Stanley iron handle........:Nets 


BINDING CLOTH. 


BARS cccccccesccece aeecensees 55% 
BRASS cccccccccccece 2002 -40% 
. G  dwdceecdeccscas 60% 


ini, BITS. 
Jennings Pattern........... Net 
ens PTE List plus 5% - 
Ford’s Ship....... 7 oe 
PE. Shasta ebedecsbincenue 35% 
Russell Jennings...... Plus 15% 
Clark’s Expansive........ 33%% 
Steers “* Small list, $22 00. -5% 
Irwin an jeece yee beget 
~— Ship Auger pattern 
ME ésxeeenkeane List plus 5% 
MN: . MaiimncunGenstius wea: 10% 
Countersink. 
No. 18 Wheeler’s..per one. $2 26 
No. 20 - 3 00 
American Snailhead ” 1 75 
* Rose ... ” 2 00 
- wae ea as 1 40 
Mahew’s Flat .... - 1 60 
- Snail .. _ 1 90 
Dowel. 
Russel Jennings ...... Plus 20% 
Gimlet. 


Standard Double Cut Gross $8 40 
=~? Metal Single 


sanuwe Gross $4 00—$5 00 

Reamer. 

Standard Square....Doz. $2 50 

American Octagon... “ 2 50 
Screw Driver. 

No. 1 Common....... Each 18c 

No. 26 Stanley........ Each 70c 

. BLADES, SAW. 
Wood, 

Atkins 30-in. 

ee: acces 


6 40 26 
$8 90 $9 45 $5 40 
nega 30-in. 


cecsee 6 66 
$9 45 $10 05 $9 “ 


BLOCKS. 

PE tp eee eee eet fo 20% 
EE acest aaere tease 20% 
BOARDS. 

Stove. : Per doz 
26x26, wood lined....... $14 45 
28x28, - ”  garanee 16 95 
30x30, - ” dhnemon 19 00 
26x26, paper lined....... 8 15 

28x28, . alae Pe 9 10 
30x30, a ”  “aekwa 10 80 

Wash, 

No. 760, Banner Globe 


CEERGIO) cccvces per doz. $5 25 
No. 652, Banner Globe 
CORRES. Scccuce per doz. 6 75 


No. 801, Brass King, per doz. 8 25 
No. 860, Single—Plain 


PD sessudcsanbuswes 25 
BOLTS. 
Carriage, Machine, etc. 

Carriage, cut thread, %x6 
and sizes smaller and 
CNGES  evcccncceveseaned 60% 

Carriage sizes larger and 
longer than %x6......50-10% 

Machine, %x4 and “sizes 


smaller and shorter...60-10% 


Machine, sizes larger and 
longer than Bescvese 50-5% 

Stove reerrerr rT st err ~~ 75-10% 
Mortise, Door. 

SE, DIOR. coscscece coccccect 

Gem, bronze plated..... 222 25% 
Barrel. : 

0 coccbcococceccve cleat 


Wee cc ccccccocscescaes ™ 
Wrought, bronzed ......... ™ 








